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Ford Dealers Showing ’38 Cars, Trucks 


AS! SHOW SET FOR OPENING 


New Car Terms Advocated for Used Cars 


Sparks 


Used Car Cathartic 
Earl Butler Concurs 
Simpson Symposium 
Davison Brown Dies 
Greater and Lesser Bates 
Power of Advertising 
ee 


By 
Chris Sinsabaugh 


DMITTING the lag in auto- 
mobile production and sales 

at the present time, a columnar 
survey of the 


situation leads | 


to the belief on 


the part of the| 


conductor that 
the used car is 
the monkey 
wrench that’s 
been thrown into 


the gearbox and | 
|later model used cars. 


brought about 
the condition 
that exists to- 
day. 
While 


W. E. Butler 
it is 


largely guesswork on my part, | 


for it is well nigh impossible to 
get definite figures—-the statis- 
tician has to estimate-—it looks 
as if as of today there are some 
735,000 used passenger cars and 
65,000 used trucks waiting to be 
moved, as against a desirable 


stock of from 400,000 to 500,000 | 


used cars and trucks. A possible 
total value of $250,000,000, assets, 
frozen to a certain extent, are 
representing the aforesaid monkey 
wrench. 
a 
SO IT IS not to be 
at that the brains of the in- 
dustry are worrying over the 
situation. This monkey wrench 


* ck 


wondered 


) Equality in Rate 


| (Nov. 


|expressed by 


Ss 


To Used Car Sales 


| ' 
| Chicago Distributor Holds 


Risks Identical In 
New, Used Cars 
| By WILLIAM C. CALLAHAN 
Managing Editor, ADN 
DETROIT. — Declaring | 
that the present pyramiding | 
of used car stocks in deal-| 


ers’ hands can best be ended | 


HIGHWAY PUELDING, whirck is particularly tic 


ely at present in 


by making used cars easier | view o1 proposed governmental economies in road building, was the 
to buy, Earl Butler, president of | topic of an address by Paul G. Hoffman, president of Studebaker Corp. 


Butler Motors, 


this wee 
27) 


urging that financing | 
rates and terms applicable to| 


new cars be made applicable to} 


Butler corroborated the theory 
ADN that used 
cars, honestly priced, present no 
greater credit risk than new| 
cars, provided the same credit | 
investigation is made for the| 
used car that is made for the ney | 
car, His statement in this regard | 
was based on personal experience 
in operating a finance company 
with $500,000 outstanding. 


Hudson distrib- | #"d president of the Automotive Safety Foundation, at the 36th annual 
utor in Chicago, commended ADN | convention banquet of the Portland Cement Assn. at the Blackstone in | 
k for its editorial stand | Chicago. Hoffman stressed the need not only for more highways, but | cessories, 


“9 


Chicago Exhibit 
Has 378 Entrants, 
‘An All-Time High 


Three Sporisoring Groups 
Get Under Way With 


Annual Conclaves 


By MEL ADAMS 
Staff Correspondent, ADN 
CHICAGO.—With the an- 
|nual Automotive Service In- 
dustries show set for its 
opening Monday at Navy 
Pier, where, it will continue 
through Saturday of next week, 
Chicago has already become a 
beehive of activity among jobbers 


and manufacturers of parts, ac- 
shop equipment, and 


for highways designed to accommodate the present highly developed | tools. 
cars and which at the same time anticipate developments of the 


future. Left to right are W. M. Kinney, vice-president and general | 
manager of the association; Charles L. Hogan, chairman of the board; | 


Hoffman; and Frank T. Sheets, president of the association. 


Roosevelt Road Fund Slash 


Plan Arouses Nation’s Ire 


By WILLIAM ULLMAN | 
Staff Correspondent, ADN 


WASHINGTON.—Every ele- 


|} ment of American motordom rose | 


sive were the loud protests voiced 


in congress by leading members | 


| of Roosevelt’s own party. 
Revelation of the full import of 


During the past few years, he|up this week in denunciation of | the President’s reduction program 
pointed out, “it has been much too| President Roosevelt’s proposal to | precipitated immediate huddles of 


|} easy to buy low priced new cars, 


must be removed, so what to do, | 


what to do? What strikes me is 
the letter from Earl Butler, one 
of the veterans of Chicago’s 
automobile row and for years 


Hudson distributor, who endorses | priced used cars as shown 


ADN’s stand that one way to ac- 
celerate the 
gigantic used car. stocks 
make it easier for prospective 
purchasers to finance their deals 
if the finance companies would 
loosen up and give a lower rate 


| 


movement of the /tion’s dealer body as a whole is 
is to|in much better shape to continue 


| 
| 
} 
} 


for used cars, longer time pay- | 


ments and smaller down pay- 
ments. In other words make it 
easier for them to buy rather 
than penalize because their pur- 
chases happen to be used instead 
of new cars. There’s too wide a 
margin between the two opera- 
tions, he believes. Butler’s views 
in detail will be found elsewhere 
in this issue of ADN. 
* cS * 
ANOTHER contributor to the 
‘ised car symposium in _ this 


a (Continued on Page 19, Col. 1) 


| selected group cf over 3,000 deal- | 
|ers, shows that the purchase of 
| repaic 

| Sources 
| months 
|}than for the entire year of 1933 
| and 


(Continued on Page 8, Col. 4) 


Dealers’ Service | 


Operations Rise | 


Sharply Over °36 | 


By JACK WEED 


DETROIT.—Even with dealers 
reporting heavy stocks of high- 
in 
ADN’s survey last week, the na- 


making money tian at any time 
during the past 10 years, accord- 
ing to a recent ADN service- | 
profit survey. 

This survey 


which vovered a} 


car-maker | 
first nine | 
is higher 


parts from 
during the 
of this year 


is 82 per cent of the 1929 
full-year purchases. 

In this nine-month period, these 
dealers sold $3,000,000 more of 
repair parts than during the full 
year of 1935. In this same period 
they sold 92 per cent as great a 
(Continued on Page 11, Col. 1) 





curtail the cost of government at 


the expense of the nation’s high- | 


ways. 

Immediately after the menac- 
ing extent of the administration's 
road fund slash plan became 
known through the President’s 
special message to congress, there 
began an avalanche of condem- 
nation from all quarters where 
the need of constant and wide- 


| spread improvement of highways 


is recognized. Not least impres- 


The Top Ten 
PASSENGER CARS 
First Ten in Registrations 
as Reported in ADN Today. 
1937 1936 
Pos. Make Pos. 
1—719,012 Ford 657,506— 2 
2—661,844 Chev. 786,615— 1 
38—411,890 Plym. 410,202— 3 
4—229,226 Ddge. 206,281— 4 
5—189,304 Pont. 139,572— 6 
6—171,201 Buick 123,007— 7 
7—167,776 Olds. 154,172— 5 
8— 84,566 Pack. 54,286—11 
9— 80,736 Hud. 82,355— 8 
10— 79,187 Chrys. 46,378—10 
Total All Makes 
3,104,734 2,853,395 


For complete standings of all makes, 
see Page !7 this issue. 


| Announcement of the 1938 line 
of Ford trucks is on Page 16. 


|top officials of all groups con- 
cerned with the automotive in- 
|dustry, motorist and other high- 
way users’ welfare and _ state 
| officials. While the menace of the 
threat was recognized, it was a/| 


faces sternest resistance to its | 
demands and there now seems 
| strong probability that congress | 
(Continued on Page 17, Col. 1) 


DEARBORN. — Offered in two 
distinct lines, Ford V-type eight- 
cylinder cars for 1938 went on 
display Tuesday in dealers’ show- 
rooms throughout the United | 
States. 

One is a newly-styled standard 
Ford line, in coupe, tudor and 





fordor body types, powered either | 
with the 85 or the 60 horsepower | 
V-8 engine. The standard cars| 
are designed to meet require- 
ments of the many motor car 
owners, whose means. dictate 
maximum economy in first cost, 


Two of the three organizations 
which are joint sponsors of the 
show swung into action Thurs- 
day with board of director ses- 
sions, and followed Friday by 
opening their annual two-day 
conventions. They are the Motor 
and Equipment Wholesalers 
Assn., whose former president, 
W. F. Wilkerson, is chairman of 
the ASI show committee, and the 
| National Standard Parts Assn. 
| The Motor and Equipment Mfrs. 
a single evening 
meeting Dec. 7 at the Blackstone. 
| Headquarters of the _MEWA 
| were set up at the Stevens Hotel, 
land of the NSPA at the Hotel 
|Sherman. Both conventions have 
drawn large turnouts from all 
'parts of the United States, with 
| the association members planning 
|to remain over for several ad- 
| ditional days in order to visit the 
show. 

Finishing touches on the ex- 
position will occupy A. B. Coff- 
man, show manager, and his staff 





| Assn. will hold 


|consensus that the white house | Saturday. As a matter of fact, the 


job is practically complete now, 
since the booths, numbering more 
than 1,000, were installed over a 

(Continued on Page 2, Col. 4) 


Ford Balan Displaying 
°38 Car and Truck Lines 


as well as in maintenance and 
operating costs. 

The other is a newly-designed 
deluxe line for owners who desire 


Revolutionary road program 
being studied for U. S... Page 9. 


additional style and appointments. 
Powered only with the 85 horse- 
power V-8 engine, the line in- 
cludes eight body types, the 
coupe, tudor and fordor sedans, 
as well as the club coupe, con- 
(Continued on Page 8, Col. 1) 
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Chicago ASI Show Ready for Opening Monday| 





PRESENT AT THE BANQUET celebrating A. F. (Doc) Young’s | 


20th anniversary with Chevrolet, held in Book-Cadillac Hotel, Detroit, 
this week. Top photo, Young, who is Flint regional manager for 
Chevrolet, cuts the anniversary cake while W. E. Holler, (standing), 
Chevrolet general sales manager, and T. H. Keating, assistant general 
sales manager, look on, At extreme left is W. G. Lewellen, assistant 
general sales manager. Second from top, shown admiring the com- 
memorative book given Young by Detroit dealers, are, left to right, 
Roy O’Brien, Detroit city manager; Don Homer, Detroit dealer; Felix 
Doran jr., and T. H. Keating, assistant general sales managers for 


Third from top photo, left to right, are E. J. McClees, Detroit zone 
manager; C. P. Fisken, Chevrolet advertising manager and W. G. 
Lewellen. Fourth from top, left to right, R. A. Connell, Don Homer 
and Ray Whyte, Detroit dealers instrumental in arranging banquet. 
Bottom photo, left to right, are Felix Doran jr.; M. D. Douglas, parts 
and accessories merchandising manager; R. H. Crooker, vice-presi- 
dent of Campbell-Ewald Co., and W. J. Graveson, assistant Flint re- 


gional manager. 


Buick Output 
Set at 20,191 
Units for Dec. 


Harlow H 
of Buick division of 
Motors, announced Fri- 

December production 
schedules call for the output of 
20,191 cars, bringing total produc- 
tion of 1938 models through Dec. 
31 to 85,516 cars. This compares 
with 76,359 built in the corre- 
sponding period of last year, an 
increase of 9,157 units or 12 per 
cent. 

A total of 18 days will be worked 
full shift during the holiday 
month, he said, compared with 


FLINT. Curtice, 
president 
General 

day that 


| 20 days in November, when 24,461 


|cars were produced, 
|in October when 
| 25,001 


and 21 days 
output totaled 
produc- 


units. December 


| tion will average 1,122 cars a day, 


|}he_ said. 





|are that when 
| 
are 


| tic shipment of 52,622 cars. 


Production during the 
month just ended compared with 


| 23,481 in November a year ago. 


Curtice said there will be only | 


|}a slight change in Buick employ- | 


| profits 


—i3 Sponsoring Groups Get 
Under Way with Conclates 


(Continued 
practically all 


in place. 


and 
are 


week ago, 
the exhibits 
The 
makes 
position, 


big expansion move that 
this the largest ASI ex- 
has been caused by the 
amount of space taken 
exhibitors. The result 
will be greater convenience in 
viewing the displays. Also ac- 
counting for this situation is the 
use of part of the south wing for 
the show, which has outgrown 
the north section of Navy Pier. 
Improvement has been made, 
too, in parking facilities, which 
will be available in generous meas- 
ure at both the east and west 
approaches, whereas’ formerly 
parking was confined to the west | 
end of the building. 
Manufacturer-jobber 
particularly in the matter of 
and discounts for 
jobber, are expected to come 
for a good deal of consideration. 
This is indicated by a resolution 


increased 
by many 


relations, 


of 


ro 


the | 
in | 
pointment 


ment rolls during December, with | just adopted by the manufacturer | 


approximately 15,000 hourly rate | 
workers on the roll in December 
as compared with 15,500 in the} 
previous month. Total employ- 
ment, including office workers | 
and supervision, will be more| 
than 17,000. 


“Production has been held close | 


|to the current heavy demand for | 
|the new cars with 
| margin 


a_ sufficient 
to allow the normal | 
stocking of dealers,” Curtice said. 
“Domestic retail deliveries during 
September, October and the first 
20 days of November totaled 42,098 
as against production for domes- 
Sales 
during the same period a year 
ago were 26,282 cars. 

“Buick is in the strongest posi- 
tion in its history and indications 
complete reports | 
November, a new 


in . for 


|record will have been established 


for that month.” 
Curtice said he looked for 
mestic retail deliveries for 


do- 
No- 


| vember to exceed 19,000 units. 


‘Pontiac Outlines 


Used Car Sales 


Promotion Drive | 


PONTIAC. — To introduce a| 


| series of recently developed used 


|New York, 


| scheduled as follows: 


| Washington, 


Chevrolet; and Ray Whyte, president, Detroit Chevrolet Dealers’ Assn. | Des Moines, 





car promotional plans, nine Pon- 
tiac Motors. sales’ executives, 
headed by C. P. Simpson, gen- 
eral sales manager, are holding 
one-day meetings this week in 
each of the company’s twenty- 
six zones. 

Simpson is holding meetings in | 
Philadelphia and} 
other meetings 
D. U. Bath- 
rick, assistant general sales man- 
ager in charge of the east, at 
D. C., Charlotte, 
N. C., and Jacksonville, Fla.; 
V. L. Murray, assistant general 
sales manager in charge of the 
west, in Denver, Chicago and 
Milwaukee; S. C. Bray, sales pro- 
motion manager, in Cleveland, 
Cincinnati and Pontiac; Harry 
Bygel, factory used car departs: 
ment manager, at Albany, Buf- 
falo and Pittsburgh; C. C.°Grant, | 
of the used car department in| 
Atlanta, Memphis and St. Louis: | 


Boston, with 


Dan O’Madigan, of the used car} 


department in Dallas, Oklahoma | 
City and Kansas City; 
Braasch, also of the used car de- 
partment in Minneapolis and| 
and Tom M. Ray, 
manager of the Pacific region, in 
Los Angeles, Oakland and Port-| 


| land. 


J alias McFarland 


PHOENIX, Ariz.—John McFar- 
land, 58 years old, who from 1910 to 
1923 headed a company manufactur- 
ing the automobile bearing his name, 
died here Wednesday. 


| facturers 


vention, 


| president, 


| relaxation, 


| under 


W. | 


relations committee of the Mo-| 
tor and Equipment Wholesalers | 
Assn., the text of which has just 
been released. 


After pointing out that “auto- 


motive jobbers are burdened with | 


}an increased cost of doing busi- 


ness” and “it appears very un- 
likely that they will be 
under present conditions, 


to in- 


able, | 


crease volume to the point neces- | 


to offset such higher cost,” 
resolution 
“be and they are here- 
by requested to give the utmost 
possible consideration to the 
problem of jobbers and, wher- 
ever possible, 


sary 
the 


urges that manu-| 


make provision for | 


increased profit margins in their | 


distribution policies 


for 1938.” 

The resolution further 
the stand that wholesalers on 
their part “put forth their best 
efforts to do the best possible dis- 
tribution 
sisting manufacturers to reduce 
their own 
expense.” 
the present situation and 
lems as “serious.” 

A feature 


prob- 


manship of George N. Lockridge, 
is its “giant round- 
table” procedure for 
out the subjects, 
are 15 on the program. By way of 
the first day of the 
wound up with a 
entertainment. 


convention 
banquet and 


The only non-member partici- 
pants on the program were John 
W. Anderson, president of the 
Anderson Co., Gary, Ind., who 
discussed price maintenance 
the Miller-Tydings act, 
and Lionel B. Moses, western 
trade extension manager of the 
American Weekly, whose subject 


and plans | 


1) 
vas “Sitdown 
tribution.” 
Windup of the 
ions will focus 
the big show 


m Page 
Strikers in Dis- 
convention ses- 
attention upon 

x and the innumer- 
ible new devices and _. other 
items expected in the mile-long 
building. 

“The show’s the thing,” nat- 
urally, because the products to be 
displayed are the products manu- 
facturers build and sell to job- 
ers and others in attendance, 
who in turn must market them 
to the consumer. 


Fletcher Named 
Sales Manager 


At Studebaker 


SOUTH BEND, Ind.—The ap- 
of C. S. Fletcher as 
sales manager of the Studebaker 
Corp., is an- 
|}nounced by 
George D. Kel- 
ler, vice - presi- 
dent in charge 
of sales. Fletcher 
succeeds Louis 
K. Manley, who 
has resigned 
and plans to 
spend several 
months in Flor- 
ida before re- 
entering busi- 
ness. 

Fletcher, whose appointment 
becomes effective at once, joined 
the Studebaker 15 years ago. His 
first job with Studebaker was on 
the assembly lines. 


He later joined the Studebaker 


C. S. Fletcher 


|sales department and when the 


takes | 
| ager 
job as a means of as-| 


selling and operating | 
The resolution refers to | 


corporation opened its retail and 
wholesale branch in Australia, he 
was appointed advertising man- 
for Australasia. 

In 1927 he became manager of 
used car sales in that area and 
a year later was made wholesale 
sales manager. In 1929 Fletcher 


|was sent to the West Indies as 


| factory 
of the MEWA con- | 
conducted under chair- | 


representative and in 
1930 was assigned the territory 
as regional manager in China, 


| Japan, Korea, and Philippines. 


In 1931 he was made managing 


threshing | director of the corporation’s re- 
of which there | 


branch at 
and in 1932 


wholesale 
Australia, 


tail and 
Sydney, 


| became regional sales manager in 


Africa. 


He became sales manager of 
the Studebaker Sales Corp. of 
Canada, Ltd. at Walkerville, 
Ont., in January, 1934. Three 
years ago Fletcher joined the 
general administrative staff in 
South Bend as sales promotion 
manager of the corporation. Last 
April he was made assistant sales 
manager. 


VISITING IN DETROIT this week, Reid Railton, British engineer 
and co-designer of Malcolm Campbell’s land and water “Blue Birds,” 
left, chats with Stuart G. Baits, vice-president of Hudson Motor Ca: 
Co., whose chassis he uses in producing the British Railton cars. 





(Contin 
club convertible 
sedan and 


vertible cabriolet, 
cabriolet, convertible 
the phaeton. 

The two lines of cars have the 
same improved V-8 chassis, but 
styling differs greatly. 

The deluxe cars are 
appearance. The hood 
lengthened. Its nearly vertical 
front is carried in a “V” well 


larger in 


Capacity Crowds 
Attending Show 


At Kansas City | 


Running in 
bliz- 


KANSAS CITY. 
competition with the first 
zard of the season, with 


hazardous, the 32nd annual auto- 
mobile show of the Kansas City 
Motor Car Dealers’ Assn. is on in 


full swing and drawing capacity | 


crowds. 
The show this year 
staged in the new 


is being 


models are on display. There are 
also scores of other exhibits cov- 


ering every branch of the auto-| 


motive industry. There are many 


displays of commercial cars and | 


several trailer exhibits. 

The setting of the show follows 
the modernistic lines with a 
“royalty” tinge brought about 
through the display of a Chrysler 
Imperial model in a huge glitter- 
ing crown. 

The cars on display are Buick, 
Cadillac, LaSalle, Chevrolet, 
Chrysler, De Soto, Dodge, Ford, 
Hudson, Terraplane, Lincoln, Lin- 
coln-Zephyr, Nash, LaFayette, 
Oldsmobile, Packard, Plymouth, 
Pontiac, Studebaker, Willys, Reo 
and Hupmobiles. Trailer exhibits 
are the Covered Wagon line 
(Studebaker), 
(Richardson Trailer Co.), 
Rainbow line. 

The opening ceremony was con- 
ducted by C. M. Woodard, show 
manager and _ secretary 
Kansas City Motor Car Dealers’ 
Assn. Officers of the association 
assisting in the ceremony in- 
cluded Hal Brace, Edward F. 
Walsh jr., R. S. Greenlease, 
Robert Armacost 
Davidson. 


has been | 


icy | 
streets and snow making driving | 


$6,000,000 | 
Municipal Auditorium where the | 
more than 200 cars of the 1938) 


the Hayes Trailer | 
and the 


of the}! 
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Ford Dealers Display Dual 1938 Line of V- 8s 


Choice of II Body Ty pes, 
Two Motors is Provided 


uad Tre: m Page 1 


down into the radiator grille, with 
the familiar V-8 emblem at the 
tip of the “V.” Horizontal lines 
of the grille bars and the louvres 
are sustained in a bright rustless 
steel band which is carried along 
the belt to the rear. 

The new standard line cars also 
present a larger appearance, with 
a newly-designed front end, grille, 
hood and fenders. The front end 
is formed in a “V,” with the hori- 
|zontal grille bars extending un- 
broken along the hoodside to 
form the louvres. 

Fenders Massive 

Fenders in both cars are mas- 
sive, formed lower to _ provide 
|more complete coverage of the 
|running gear and extending far- 
ther back. Headlamps are again 
recessed in front fender aprons, 


new type taillamps in the tips of | 


|}rear fenders. 

Interiors of the two 
roomy and attractive, styled in 
keeping with the exteriors. The 
| deluxe sedan interiors are larger. 

A new instrument panel adds to 
the beauty of the front compart- 
ment. The panel of the deluxe 
line cars is in walnut grain finish, 
|that of the standard line cars in 
mahogany finish. 

Instruments are arranged in 
|two groups directly in front of 
the driver. In the middle of the 


panel is a grille, for radio speaker | 
At | 


installation when _ specified. 
the right is a glove compartment. 


In deluxe cars a lock is provided | 


| for the compartment and a check 
is recessed in 
door. 
Safe Lighting 

Instruments in both cars 
|} lighted by improved fringe il- 
lumination, designed to provide 
safer lighting for night driving. 


Interior lights are located on the} 
right and left pillars of the sedans | 
rear windows of | 


jand over the 
coupes. 
Steering wheels of the 
cars are of flexible multiple steel 
spoke type, with hubs of rich| 
brown bakelized material and | 
rims of lighter contrasting color. 
Standard car steering wheels are 
|of three-spoke type, finished 
|beige. The upper spokes are 
| widely spaced to give the driver 


| unobstructed view of the instru- | 
and Earl} 


ment dials. 
| Night driving safety is also in- 


PASSENGERS WHO STEP INTO the 1938 Ford V-8 Tudor sedan | 
will find plenty of room to reach the rear compartment without 


crowding, as the result of the adoption of a novel front seat design. 
The seat cushion is full width but the seat back is divided, When 
either section is tilted forward it also swings inward due to diagonal 


hinging. 


cars are) 


the compartment | 


are | 


deluxe | 


in | 


of a head- 
on the toe- 


creased by addition 
|lamp beam control 
board of both lines. The control 
is operated by the foot. A tell- 
tale light on the instrument panel 
indicates the position of the 
beams, whether high or depressed. 

Both front and rear seats are 
said to be wide enough for three 
persons. Seat cushions and backs 
are finished in piping and pillow 
treatment. In the deluxe cars the 
finish is set off with rows of orna- 
mental buttons. Ash trays are 
recessed in rear seat arm rests of 
the deluxe closed sedans. 

Light taupe mohair or broad- 
cloth is optional in the closed 
deluxe cars, tan hand-buffed an- 
tique finish genuine leather or 
taupe bedford cord in the con- 
vertibles and tan leather in the 
phaeton. The seat cushion and | 
back of the rumble seat in the 
convertible cabriolet is finished in 
artificial leather. 


Seats Are Adjustable 
In the standard line, mohair 
and broadcloth are optional in 
cars equipped with the 85 horse- | 
power engine. The mohair is | 
available only on special order in | 
the 60 horsepower cars. 


The driver seats of all cars ex- 
cept the phaeton are adjustable 
jand the amount of adjustment 
has been increased. 


One of the unusual new fea- 
tures is the front seat of tudor | 
sedans. The seat cushion is full | 
width. Seat backs are divided, | 
each being hinged diagonally so 
as to swing inward as it is tipped | 
|forward. This provides a wide 
passageway on either side for en- 
trance to the rear compartment. 

Clear vision ventilation is con- 
tinued in all closed bodies. Rear | 
| quarter windows of deluxe fordor 
sedans and club coupes are} 
| pivoted for additional ventilation. 
Bodies of both car lines are all | 
| mae. There is no metal-to-metal | 
contact between body and frame, | 
the result of thorough use of in- | 
sulation. Safety glass is used | 
throughout in windshield, doors 
and windows. 

The luggage compartments in | 
| all cars is closed off by a wall 
from the passenger space, and | 
|locked with a separate key. The 
{compartment door hinges are 
concealed, the doors opening from | 
the bottom. 

A new feature of the rear deck | 
design is a combination handle, 
license bracket and light, formed 
in the shape of an airplane pro- | 
peller hub. Spare wheel and tire | 
are carried in all compartments | 
except in the convertible cabrio- | 
let. In this type, because of the | 
|rumble seat, the extra wheel and 
tire are mounted back of the seat. 

The V-8 112-inch wheelbase 
chassis has been improved. its | 
features include “centerpoise” | 
construction, rubber-cushioned en- | 
gine, easy steering, softer springs, | 
improved cable-controlled brakes, | 





semi-centrifugal clutch, full torque | 
tube drive and straddle-mounted 
|rear axle driving pinion. 

Control Is Eased 

Refinements in the V-8 engines 
to provide better performance, | 
particularly at lower car speeds, 
|and brake improvements increase 
| the ease of control by the driver. | 
| Riding is made more comfortable 
| by improved springs. 
| Included in standard equipment 
of the cars are the following: 

Standard: Front and rear 
| bumpers and guards, spare wheel, 
tire and tube, tire lock and band, 
one taillight, one windshield 
wiper, one sun visor, cigar lighter, 
headlight beam indicator and/| 
twin horns. 

Deluxe: Twin taillights, two 
windshield wipers, two sun visors, 
twin electric horns, cigar lighter, 
deluxe steering wheel, glove com- 
partment clock and lock, chrome 
wheel bands, in addition to front 
and rear bumpers and guards, 
|spare wheel, tire and tube, lock 
and band, and headlight beam 
indicator. 


| 
| 
| 


To feel the pulse of the industry, 
consistent reading of Automotive 
Daily News is a necessity. 








lernment will 


| identical 


OFFERED IN TWO DISTINCT lines, the 1938 Ford V-8’s are 


| mounted on the same chassis but with entirely different styling. Top, 


| deluxe Fordor sedan; second from top, deluxe Tudor sedan; third 
from top, standard Tudor sedan; bottom, standard coupe. 


Business U pswing is Near; 


U. S. Buying to Aid Cus 


Special to Automotive Daily News 
WASHINGTON.—The automo- 
tive, building material 
tile industries are expected to be 


|among the major beneficiaries of 
| President Roosevelt’s plan where- 


by the federal government would 
do as much as possible of its 


| $245,000,000 supply purchasing 
| within the next month. 


Increased buying by the gov- 


be 


“trade association” or identical 


| bidding by companies wishing to 
it was as- | 
|serted this week. The procure-| 


share in the business, 


ment division of the treasury de- 
partment, through which much 
of the buying will be done, is 
refusing to make awards 
bids 
special attorney to 
bids for possible in- 
anti-trust laws. 
leading eco- 


assigned a 

scrutinize 

fractions of the 
In the meantime 


| nomic advisers are inclined to be- 
lieve that the tide of domestic | P 


business is about to change for | 
the better. The belief is shared 
in other important quarters here. 
Accordingly, there is a growing 
feeling that no spectacular emer- 
gency measures will have to be 
taken to bolster business until 
long range plans, such as the 
housing program, can be put 
under way. 


One 


and tex-| 


coupled with a} 
|campaign designed to break up| 


of the main worries of 
New Deal leaders at the moment 
is the threat of runaway labor 
|}costs in industry, especially the 
|highly organized branches. They 
|feel that downward adjustments 
|are unlikely in many cases but 
think the recent recession and 
| the spectre of new unemployment 
|has curbed the crusades for 
| higher hourly wage scales. 





Motor Industry 
Leads Upswing 


LANSING.—Michigan’s automo- 


on | bile industry lead the march of 


and has recently | 


wage increase among all indus- 
tries in the state during October, 
according to the state department 
of labor and industry. 


According to the report, 296,851 
persons were employed in 68 
lants during the month at a 
weekly wage of $10,070,191. The 
volume of employment was 19 
per cent higher than in the pre- 
ceeding month, and wages were 
up 31.7 per cent. 


For news of the men who make 
news in the automotive world, read 
Chris Sinsabaugh’s authoritative 
“Sparks” column. 
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Miderhisation Profitable to Studebaker 


Survey Shows 4 Factors 
Boosting Service Volume 


] 


Special to Auton uly Net 
SOUTH BEND. To 
service business in the car deal- 
er’s service department, four 
essential factors are necessary, 
according to Don O. Wilson, gen- 
eral service manager of the 

Studebaker Corp. 

These factors are (1) sound 
planning; (2) aggressive sales 
effort; (3) modernization and de- 
partmentalization; (4) an effec- 
tive owner follow-up system. 

“These four factors have been 
determined as a result of study 
and analysis of successful dealer 
operations,” said Wilson, “and 
show that there is a _ veritable 


increase 


gold mine of repeat business and | 


increased new car sales by pro- 
viding the right type of service to 
the customer who enters 
dealer’s establishment by way of 
the service door. 
every four car owners, who buy) 


service from the dealer selling} Mmerican motorist spends $1.05.| stream of repeat busines,” 





300 Nash Parts. 


Service Chiefs 
Attend Conclave 


KENOSHA, Wis. More than 
300 service and parts managers of 
Nash_ distributor organizations 
from all parts of the United States 
and Canada will assemble in 
Kenosha Tuesday, Dec. 7, for the 
annual three-day service and 
parts convention of the Nash Mo- 
tors division of Nash-Kelvinator 
Corp., according to L. L. Virgil, 
factory service manager. 

Highlights of the first day’s pro- 
gram will be an address by C. H. 
Bliss, vice-president and director 
of sales, representing the man- 
agement; a playlet based on serv- 
ice matters, produced and staged 
by P. G. Little, head of service 
sales promotion, and W. J. Arm- 
strong, service manager of Nash 
Sales, Inc., Chicago, and talks on 
Nash service methods and proce- 
dure by members of the service 
department. 

Heading discussions on various 
topics Wednesday, the second day 
of the meeting will be J. C. Tills, 
Pittsburgh Plate Glass Co.; W. H. 
Curtis, service manager of the 
Seaman Body Corp., Milwaukee, 
and members of his organization 
and Nash engineers and inspec- 
tors. Also on Wednesday there will 
be demonstrations of Nash units 
by E. H. Mahoney, factory service 
engineer and service department 
representatives. In the evening 
there will be a banquet and en- 
tertainment. 

Courtney Johnson, general sales 
manager of the Nash Motors Di- 
vision, has been scheduled as the 
principal speaker of the third 
day’s sessions. Also on the pro- 
gram will be Virgil, who will dis- 
cuss service policies and the serv- 
ice program for 1938; Little, whose 
topic will be dealer meetings, and 
G. F. Gieselmann, assistant serv- 
ice manager, whose subject will 
be accessories. In the afternoon, 
there will be a special meeting for 
parts managers. 


the | 


| with headquarters 


will eventually re- 
purchase the same make of car, 
our studies have shown.” 

The records of successful Stu- 
debaker dealers and distributors 
have been studied and some as- 
tonishing information has been 
disclosed, according to Wilson. 
Out of every seryice dollar spent 
in the dealer repair shop, the fol- | 
lowing breakdown has _been| 
found to be generally applicable: 

Lubrication, 20 per cent; motor | 
analysis, 15 per cent; 
headlights, 15 per cent; major re-| 
pairs, 12 per cent; body and 
fender paint, 10 per cent; steer- 


them cars, 


jing and axles, 10 per cent; wash- | 


battery, electri- | 
and cooling sys- 


ing, 10 per cent; 
cal, 5 per cent; 
tem, 3 per cent. 
In addition to these, there is an 
extra volume of parts and acces- 


Three out of | sories for which, based on every | Studebaker Corp. 


dollar spent on service labor, the | 


Broken down, this represents 70| 
cents for parts, 25 cents for gas | 
and oil, 10 cents for miscella-| 
neous accessory items that are 


not purchased at the time the} 


new car contract is signed. 
Apply Basic Formula 


A high spot review of a few 
Studebaker dealers and distribu- 
tors throughout the country in- 
dicates that they are succeeding 
in increasing their volume of 
service trade by applying the ba- 
sic formula in their service de- 
partments. 

Bob Fleigh, president of Bob 
Fleigh, Inc., Baltimore, summa- 
rizes a report with business ac- 
tivities as follows: 

“The complete departmentaliza- 
tion of our shop, the addition of 
modern equipment and the adop- 
tion of up-to-date methods has 
greatly increased the efficiency of 
our shop, improved the quality of 
workmanship, and has decreased 
the cost of operation. This has re- 
sulted in a greater degree of cus- 
tomer satisfaction than we have 
ever enjoyed before. 

“We have completely revolu- 
tionized our lubrication depart- 
ment and have made it one of the 
most profitable departments in 
our establishment.” 

Pfeiffer Motor Co., Inc., Fort 
Wayne, Ind., has increased its 
service volume 20 per cent this 
year over 1936 and Paul J. Pfeif- 
fer, service manager, points out 
that this increase is due chiefly | 
to departmentalization, new equip- | 
ment and modern service meth-| 
ods, inaugurated during the first 
six months of this year. 


System Is Credited 


J. T. Kaufman, president of the | 
Kaufman Motors, Ince., central 
Ohio distributor for Studebaker 
in Columbus, 
anticipates a service volume of 
$60,000 this year, an increase of 
$14,000 over last year. 

“We attribute our volume to 
new and modern’ equipment, 
naturally, but our follow-up sys- 
tem of calling our customers the 
next day after a job leaves our'| 
service department is the thing 
that has brought us an unending} 


| oil, 


wt 


— 


eh ai 


NOTOR Tune - up “74 


brakes and | 


MOTOR TUNE-UP BRINGS ABOUT a full house. Lester 


Motors, Ltd., (Studebaker) Sacramento, 


Calif., reported a 100 per cent increasé in engine analysis department, according to the survey made by 


man says. 
Triple State Electric Co., 
Charleston, W. Va., has 
its service 


Inc., 


at 
creased 


Kauf- | 


in- | 
department | 


profit for six months from $74.36 | 


in 1936 to $1,164 in 1937. 
Marcus Motors, Inc., Denver 
reports the service department 


volume has increased 35 per cent} 
for the first six months over 1936. | 


“This increase is 


undoubtedly | 


because of several reasons,” Sam | 


president, reported. “We 
considerable of 
motor analysis 
as the oscillo- 


Marcus, 
have purchased 
the latest type 
equipment, such 


graph machine, gas tester, motor | 
analyzer, scientific head light test- | 


ing machines, and they have all| 
proven worth while.” 

“We feel that the lubrication | 
department is one of the most im- | 
portant parts of our service sta- 
tion,” said H. H. McClellan, as- 
sistant manager, Ralph Knight, 
Inc., Detroit. “We are lubricating 
60 per cent of our active owners’ 
list and handling an average of 
20 cars per day.” 

Shows 100 Per Oent Gain 

“Our shop is working at capac- 
ity all of the time,” said L. E. 
Miller, service manager of Lesters 
Motors, Ltd., Sacramento, Cal. 
“In fact, our motor analysis de- 
partment shows a 100 per cent in- 
crease while our general service 
sales increased 80 per cent for the 


| first six months of this year as 


compared with the same period 
in 1936.” 


J. W. Conzelman, of the Con- 


zelman Motor Co., Waukegan, III., | 


shows better than a 50 per cent 
increase in his major repair sales 
for the first half of this year 


against the same six months in| 


1936. His profits on lubrication, 
parts, and accessories sales 
nets him better than $250 a month 


clear. The average shop sales for | 
June was $5.87 per job, well above | 


the national average. 
Central Motors, Inc., 
port, La., 


Shreve- | 
stepped up its service | for owners, 


TWELVE CENTS OUT of every service dollar is spent for major 
repairs. The Conzelman Motor Co., Waukegan, IIL, 


is adequately 


|equipped to handle this type of maintenance, as revealed in Stude- 


baker Corp’s survey. 


Chevrolet Opens Campaign 


For Preventive Maintenance 


DETROIT.—Cenvinced that pre- | knew. with -equal certainty that 


ventive maintenance is one of the 
important keys to owner satisfac- 
tten, GC. W. 
Wood, Chevro- 


let’s national di-| 


rector of serv- 
ice, this 
is taking a step 
calculated to im- 
press motorists 
with the need 
for regular rou- 


adjustments 


trouble-free op- 
eration. 


bulletins for owners, which are 
also being issued as publicity ma- 
terial to newspapers throughout 
the country. Their lack of com- 
mercial “slant,” and their obvious 
intent to do a worthwhile service 


volume for the first six months| them of widespread use, especially 


of 1937 by $2,228 over and above| as 


the similar period in 1936. Com- 
plete departmentalization, 


ice methods are given credit. 


BRAKE ADJUSTMENT AND PROPER focusing of headlights provide 15 cents out of every service 
dollar spent in the dealer’s service department, Studebaker Corp. service experts found. 


the recommendations’ they 


| make apply not only to Chevrolet 


mod- | 
ern equipment and correct serv- | 


cars but to others as well. 
“Dealers’ service operation rec- 


| ords, ” said Wood, “make it more} 


| and more obvious ever year that 
a large percentage of the service 
calls resulting from trouble of 


some sort would be prevented if} 
certain simple routine checks and | 


adjustments were carried out 
regularly. The records show, too, 
that service operations of the pre- 
ventive type almost invariably 
cost much less than the correc- 
tive service items which may en- 
sue if prevention is neglected. 


“So there can be no question 
about the importance of preven- 
tive maintenance, or of educating 
motorists in general to grasp that 
importance. The great majority of 
owners are not mechanical minded. 
They add gasoline when the 
gauge shows that the tank is de- 
pleted, simply because they know 
by experience that the engine will 
stop when the fuel is gone. If they 


month | 
| would sooner or 


is believed to assure |} 





failure to keep check on the con- 
dition of the battery would result 
in inconvenience and expense, 
that neglect of tires would hasten 
the need for replacement, and 
that failure to lubricate properly 
later cost more 
than the preventive lubrication it- 


| self, they would take care of these 


things just as carefully as they 


| check their fuel level. 
tine checks and} 
as | 
insurance of| 


“The problem, then, becomes 
one of instructing the rank and 
file of owners what goes on in 
their cars. We are not deluding 


; |ourselves that a single campaign 
Wood has prepared a series of | 


will revolutionize the situation; 
but if it helps even a few hundred 


|owners to a better understanding 
|of the everyday mechanics of the 


cars they drive, it will accomplish 


|some good.” 


Elder is Named 
Regional Head 


PONTIAC. — Harold F. Elder 
has been named used car manager 
of the central region, announces 
Harry Bygel, used car manager of 
Pontiac Motors. 

Elder was formerly assistant 
manager of the Cleveland zone. 
His headquarters will be in Pon- 
tiac. Other regional used car 
managers named at the same time 
include N. W. Kraemer, Atlantic 
region; Charles F. Rhodes, Mid- 
west region; and Doren Z. Smith, 
Pacific region. 


Senhewe Burned 


DANBURY, Conn.—A _ bonfire, 
built by Danbury and Bethel car 
dealers recently, used 20 “junker” 
used cars as fuel. The blaze, which 
drew a crowd of spectators esti- 
mated at 4,000, was staged to em- 
phasize the need of ridding Con- 
necticut’s highways of ancient and 
unsafe cars. 
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Plans Set for’SAE Production Meeting in Flint 


Car Production Problems 
Keynote of Discussions 


FLINT.— Ten major addresses 


are scheduled for the 1937 pro- 
duction meeting of the Society of 
Automotive Engineers, to be held 
here at the Hotel Durant, Dec. 8, 
9, 10. Elements of problems rela- 
tive to mass production of auto- 
mobiles will feature the papers 
and the prepared discussions fol- 
lowing them. 


One subject scheduled for de- 
bate is how best to co-ordinate 
purchasing, planning and schedul- 
ing of parts when building in the 
same automobile plant three dis- 
tinct models, each with the usual 
variety of body types, with 72 
standard motor combinations and 
14 standard paint combinations. 
David A. Wallace, president of 
Chrysler Sales division, Chrysler 
Corp., is the speaker on this sub- 
ject. 


Particular attention will be 
paid to forgings, welding, finish- 
ing, planning, machining and 
spline and gear production in the 
10 papers to be presented at the 


Chevrolet Ups 
3 Members of 
Wholesale Staff 


FLINT. — The promotion of 
three members of Chevrolet’s 
wholesale organization was an- 

nounced this 

week by W. E. 

Holler, Chevro- 

let general sales 

manager. The 

men affected are 

Ivan X. Sarvis, 

zone manager 

at Omaha; 

Clarkson C. 

Schelp, city 

: manager at St. 

= / Louis, and 

Ivan X. Sarvis Charles E. 

Humphrey, as- 

sistant zone manager in charge of 
used cars at Houston. 

Sarvis, who joined the Chev- 
rolet in 1926, has been promoted 


Oo. C. Schelp C. E. Humphrey 


to the position of zone manager 
at Houston, effective Dec. 1. He 
served previously as representa- 
tive at Los Angeles, El Paso, San 
Antonio, Minneapolis, Fargo and 
Omaha. 


Schelp, who goes to Omaha as 
zone manager, joined the Chev- 
rolet field organization as sales 
representative at St. Louis in 
July, 1929. Humphrey succeeds 
him at St. Louis. 


Cad. V-16 Orders Top 
All of 1936 by 400% 


DETROIT.—D. E. Ahrens, gen- 
eral sales manager of Cadillac- 
LaSalle, announced this week that 
orders for the new Cadillac Six- 
teen already are four’ times 
greater than sales of all of the 
1937 V-16 series. 

“The volume of orders is all the 
more impressive,” continued Ah- 
rens, “when you consider that our 
dealers are still far from ade- 
quately stocked with the new 
model. The Cadillac-Sixteen was 
exhibited only at major auto 
shows and but few road demon- 
strations have been made to prove 
Cadillac’s claims of unexcelled 
performance.” 


five technical sessions of this 
three-day meeting, according to 
John A. C. Warner, SAE secre- 
tary and general manager. | 

C. A. Adams, consulting engi- 
neer, Edward G. Budd Mfg. Co., 
will discuss the “Fundamentals | 
of Welding” and J. S. Williams, | 
P. R. Mallory Co., will tell of “Re- 
cent Developments in Resistance 
Welding,” at the Welding Session 
to be run under joint-sponsorship 
of the SAE and the American 
Welding Society. 

At other sessions papers will be 
presented by L. A. Danse, metal- 
lurgist, Cadillac Motor Car Co.; 
W. F. Pioch, Ford Motor Co.; J. 
L. McCloud, Ford Motor Co.; R. 
V. Hutchinson, Olds Motor 
Works; F. C. Pyper, master me- 
chanic, Buick Motor Co.; R. B. 
Haynes, master mechanic, Spicer 
Mfg. Corp., and C. H. Stanard, 
Buick Motor Co. 

Special plant visits will take 
the convening engineers to the 
Fisher body plant No. 1, where 
Buick bodies are built, and the 
Buick plant No. 66 which houses 
transmission, forge, coil spring, 
sheet metal, axle and final as- 
sembly departments. Alternate 
trips are scheduled to A. C. Spark 
Plug and other plants in the vi- 
cinity of Flint. 

Record attendance is expected 
at the SAE Production Dinner to 
be held the evening of Dec. 10. 
C. A. Chayne, chief engineer of 
Buick Motor Co., is to be chair- 
man of the dinner. The speaker 
will be Arnold Lenz, assistant 
manufacturing manager, Chevro- 
let Motor Co., and Michael A. 
Gorman, editor of the Flint 
Journal, will be toastmaster. 

The SAE production activity 
committee, under the direction of 
its chairman, W. B. Hurley, vice- 
president of the society, has 
made arrangements for the meet- 
ing with the co-operation of local 
Flint committees headed by C. A. 
Chayne, general chairman. 


New Hampshire Motor 


Sales Set New Record 
CONCORD, N. H.—Establishing | 


& new record, motor vehicle reg-| 
istration in this state soared to a} 
total of 122,030 last month. 

There was a total of 120,649 in 
1936, when the previous high 
mark was set. The present reg- 
istration represents 98,935 passen- | 





ger cars and 23,095 commercial | ber were worth $568,845, compared 
with $446,573. 


cars. 


CALCULATING REDUCTION in unsprung weight, major benefit | 


5 


L. K. MARSHALL, PONTIAC GENERAL SERVICE MANAGER, returned to his office this week 
looking and feeling better than ever following a four months illness which began during a business 
trip to the West Coast in August, He is greeted by members of his department who presented him 


with a desk set. 


Olds Sales Up 
102% in Second 
Period of Nov. 


LANSING. — Oldsmobile retail 
sales for the second 10 days of 
November totaled 3,969 units, a 
102 per cent gain over the same 
period last year, according to D. 
E. Ralston, general sales man- 
ager for Oldsmobile. 

Total retail sales of Oldsmobiles 
from Jan. 1 to Nov. 20 totaled 
175,043 as compared to 154,349 for 
the corresponding period in 1936. 

Dealers report an_ unusually 
large number of orders being 
placed for new Oldsmobiles which 
are being purchased as Christmas 


|gifts for the family this year, 


Ralston stated. 


Exports Increase 


OTTAWA.—Canada’s rubber ex- 
ports during October amounted in 
value to $1,619,460 compared 
$1,240,074 in October, 1936, accord- 
ing to dominion bureau of statistics. 
Pneumatic tire casings accounted 
for $725,541, compared with $513,916. 
Exports of boots and shoes of rub- 


with | 


| ing 


of Buick’s new coil spring rear suspension, Vern Matthews, chief of 
the chassis division of the engineering department, weighs a set of 
coil springs. His records show the rear coil spring assembly weighs 
45.94 pounds against 107.01 pounds for last year’s spring assembly, a 
saving of 61.07 pounds. As a result of the new suspension, ratio of rear 
unsprung weight to total car weight is 9.9 per cent, believed to be the 
lowest in the industry. 


Rocsion Shadows Darken 
Skies in Sunny Californ-i-a 


Special to Automotive Daily News 
SAN FRANCISCO. — For 
| first t 
| San Francisco auto show failed to 
| have any appreciable brightening 
| effect on a dimming sales picture. 
| In other years, even in the deep 
depression year of 1932, the San 
Francisco show has never failed 
to stimulate buying and greatly 


strengthen the morale of the deal- | 
lers of the entire northern Cali- | 


fornia region. But the recent 
|show, although approaching 
| record-breaking attendance, failed 
|to stir the lethargy of the buying 


| public and the “banged-up” morale | 
|of the dealers began to cool off | 
as the factory tycoons | 


as soon 
|turned on the “heat” and inven- 
| tories commenced to swell. 


Today, ask representative deal- | 


ers throughout the state what 
effect the recent San Francisco 
auto show had on strengthening 
and the answer will be, 
|“None!” Ask the same dealers 
| what the public’s reaction was 
| when the new models were shown 
and the answer will be, “Poor!” 
|Then ask what makes of cars 
}and cars of what years are mov- 
in the used car field. The 
to that one will be, 


| morale 


answer 
“None!” 
accurate picture of automotive 
business conditions in San Fran- 
cisco, the Eastbay area, and prac- 
tically all of the northern Cali- 
fornia territory. 


30 days old, he now has a heavy 


in stock from 60 to 90 days. 
Another dealer who didn’t have 


hasn’t a used unit of less than 30 
days standing. And this 
dealer is loaded with new cars. 

It is interesting, too, that while 
dealers are so well stocked with 
1938 models that they can made 
immediate delivery, there still re- 
mains a goodly supply of 1937 cars 
of various makes—all the popular 
brands being represented. 

There are some who point with 
faith, hope and charity to the fact 


a gain over September of this 
year as well as over October of 
1936. There were 17,246 California 
new passenger car registrations 
in October against 16,933 for Sep- 
tember and 14,374 for October of 
|last year. However, the October 





| 


figures are not an accurate barom- 


the | eter, according to many veteran 
ime in history the annual | dealers, for in October of 1936 


most dealers were cleaned up, 
while in October of this year the 
pressure was on in an effort to 
complete the clean-up before the 
advent of the 1938 creations. 
Truck and commercial car sales 


|for October give a truer picture 


And that gives quite an | 


A dealer who always has prided| meetings was held Nov. 30 
himself on his successful used car | yadison, 
merchandising, reported that| pennimore. the fourth Dec. 2 
while he didn’t have a used car| Monroe and the fifth Dec. 3 
in stock Sept. 15 that was over! Burlington. 


inventory of cars that have been | 
| will 


a used car in stock that was more | 
than 30 days old Sept. 20, now} 


Same | 


of conditions than passenger car 
figures. The first slow-up of bus 
ness, apparently checked by the 
stock market decline, seemed to 
affect truck and commercial car 
sales almost immediately. Califor- 
|nia commercial vehicle sales fell 
off from 3,377 in September to 
2,914 in October. 


Dealers Organize 
To Back License 


Measure in Wis. 


MILWAUKEE.—A series of sec- 
tional meetings to organize county 
groups and committees for the 
purpose of enforcing the automo- 
bile dealer licensing law was in- 
augurated Nov. 29 at La Crosse 
under the sponsorship of the Wis- 
consin Automotive Trades Assn. 
| with the co-operation of the state 
|banking commission, which is 
charged with the administration 
|of the act. 

The second of the 18 scheduled 
at 
at 
at 
at 


the third Dec. 1 


On Dec. 7, automotive dealers of 
Jefferson and Waukesha counties 
meet at Jefferson; Dec. 8, 
Ozaukee, Washington, Sheboygan 
and Dodge county dealers at 
West Bend; Dec. 9, Waushara, 
Fond du Lac, Green Lake, Calumet 
and Winnebago county dealers at 


|Fond du Lac; Dec. 10, Adams, Ju- 


|that new passenger car sales in| 
California during October showed | 


neau, Monroe and Marquette 
county dealers at Mauston; Dec. 
13, Brown, Oconto, Door, Kewau- 
nee, Manitowoc, Outagamie and 
Shawano county dealers at Green 
Bay; Dec. 15, Clark, Taylor, Wood, 
Lincoln, Marathon, Portage and 
Waupaca county dealers at Wau- 
sau; Dec. 16, Chippewa and Eau 
Claire county dealers at Chippe- 
wa Falls and Dec. 17, Buffalo, 
Trempeleau, 
Barron, Dunn and Polk county 
dealers at Menominee. 


Pierce, St. Croix, 


For a fresh automotive viewpoint, 
read George M. Slocum’s “A Word in 
Edgewise.” 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
13TH YEAR the dissemination of NEWS which is timely, 
authentic and of value.-—(ADN 6-10-1933) 
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The Lesser Evil 

5 aING first hand experience in automobile financing 

ourselves, we are much gratified to receive a letter from 
Earl Butler of Chicago commending our editorial stand, 
that equality between new and used car financing rates 
and terms is as sound as it is desirable. Butler, who is 
Hudson distributor in Chicago and who has been on auto- 
mobile row in Chicago since way back when, has personal 
experience in operating a finance company with $500,000 
outstanding. He declares that, with competent credit in- 
vestigation, the sale of a used car on credit is no greater 
risk than the sale of a new car. 

There is a certain pride in most of us, based on our 
boast that we may be poor but we are honest, which 
makes us wonder why we should be penalized for our 
poverty. To look down our noses at the credit rating of 
the 17,000,000 persons in these United States who con- 
sistently buy used cars, while fawning upon the upper 
crust of 9,000,000 new car buyers, seems a bit cock-eyed. 

At the present time we estimate there are close to 800,- 
000 used cars in dealer hands and seventy per cent of these 
units are of the vintages of 1935, 1936 and 1937. They 
have been taken in by dealers at allowances that are com- 
petitive with the price levels of the 1938 cars. A market 
for these cars must be found in the buyer bracket not 
many notches down from the bracket which now buys 
new cars. The disparity in financing rates and payment 


terms between new cars and used cars encourages the | 


group which normally would, and should, buy used cars 
to climb into the new car class. 

We do not necessarily advocate more liberal terms for 
used cars. Perhaps, the answer lies in less liberal terms 
for new cars. We believe, however, the application of 
new car terms and interest rates to used cars, or vice 
versa would result in enticing used car buyers back into 
their normal market. To those who tell us that such a 
move would be hazardous and unsound, we may ask the 
simple question: “Is the current condition safe and 
sound?” Which holds the greater potential hazard? 


Service Industries Show 


ONDAY, in Chicago, Navy Pier will open its doors on 

the largest display of automotive after-market prod- 
ucts in the history of the ASI show. This exhibit, the 
seventh to be jointly sponsored by the Motor and Equip- 
ment Manufacturers Assn., the Motor and Equipment 
Wholesalers Assn. and the National Standard Parts Assn., 
comprises 387 exhibitors covering all manner of motorists’ 
needs and luxuries which motorists feel they can’t get 
along without. 

With the rapid increase in car dealer servicing opera- 
tions, this year’s show is especially interesting to that 
group. During the first nine months of this year, auto- 
mobile dealers bought $175,000,000 worth of parts and 
equipment from car factories and their gross sales added 
up to $350,000,000. With this wide spread between pur- 
chases and sales, it is obvious that, in spite of the pur- 
chases made through their factories, a great bulk must 
have come from independents. Proper servicing equip- 
ment will help the dealer to increase his take in the serv- 
ice field and the ASI show affords him a fine chance to 
check on equipment being offered his competitor. 


Chicago—307 N. Michigan Ave. | 
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By GEORGE M. SLOCUM 


Vandenberg Aid 


Senator Backs Curb On 
Road Spending 


WASHINGTON, Dec. 2 (AP). 
—Senator A. H. Vandenberg 
came to the support today of 
President Roosevelt’s proposal 
to reduce federal spending on 
highways. The Michigan Re- 
publican in a letter to State 
Highway Commissioner Mur- 
ray D. VanWagoner, of Michi- 
gan, said: “I cannot put my- 
self in the equivocal position of 
advocating economy in the ab- 
stract and deserting it in the 
concrete.” Van Wagoner pro- 
tested, Tuesday, that the pro- 
posed economy program would 
seriously impair Michigan’s 
plan for road building and 
make curtailment of state par- 
ticipation in Detroit’s street 
widening necessary. He said 
that Michigan, the leading 
automobile producing state, 
could least of all states, afford 
a road building holiday as sug- 
gested by President Roosevelt. 


Senator Arthur H. Vandenberg, 
Washington. 


My Dear Senator: 


I am glad I caught the early 
editions of Friday’s “Free Press,” 
which contained the above A. P. 
dispatch, because I do not find it 
in the later edition which is de- 
livered to our office. 


I am quite sure every citizen 
of Michigan will applaud your 
stand of not only giving lip serv- 
ice to your pleas for economy 
but taking action even in the 
face of political pressure from 
home. That takes the kind of 
nerve we like to see! 

* * * 


NOW, I KNOW, SENATOR, 
that you are just as conscious of 
the needs of the automotive busi- 
ness, which centers largely in the 
state you represent, as is any 
man in or out of Washington. No 
one realizes better than you do 
that the prosperity of your home 
depends quite largely on 
the automotive industry, and in 
that we include, not only the 
manufacturer of passenger cars 
and trucks, but of the parts, ac- 
cessories and tires which repre- 
sent almost as much employment 
in Michigan as the major indus- 
try itself. 


* * * 


NOW, MANY OF US in the 
automotive industry have been 
shouting loudly for government 
economy, so it looks as if we, too, 
might have to support the Presi- 
dent’s demand for a reduction in 
Federal highway spending, even 
though it steps on our own toes. 
So what I am calling to your at- 
tention, my dear Senator, is a 
condition which exists in most of 
the 48 states, which you might 
be in a strategic position to help 
us correct. 

* * * 


WHAT I1 REFER TO, of 
course, is the diversion of the 
gas taxes, which run all the way 
from three to eight cents per gal- 
lon, and which make our auto- 
mobile owners the victims of the 
heaviest taxation levied on any 
single class of individuals in our 
country. Now, it is obvious that 
if every cent collected both by 
Federal and State agencies were 
applied to the building and main- 
tenance of good roads we would 
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After the Brawl - - - 


In This 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 


are invited to use this space for voicing 


opinions or ideas. 


Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Beware! 


Back in 1910, I was a cub auto- 
mobile editor on the Oakland 
Tribune. Although I was green 
as grass in newspaper makeup 
knowledge, for some reason or 
other I was given free rein not 
alone in writing a daily automo- 
bile column but also in editing a 
Sunday section. 

In those days, five pages repre- 
sented a big-time special. 

I could write my own heads, 
read my own copy and nobody 
checked up on me. 

One fine day a story occasioned 
a head something like this— 
“’Frisco Leads in Car Sales.” 

It went through uncensored. 
Monday morning I was on the 
carpet before a hard boiled city 
editor, Charlie Warner. His very 
diplomatic introduction to the 
raking-over I was to receive 
started much in this manner, 
“Where the hell is ’Frisco?” Be- 
ing young and fresh, I replied 
quite calmly “It’s across the bay, 
you dumb egg!” And there fol- 
lowed for 15 minutes the most 
caustic call-down I ever received, 


not have to ask the Federal gov- 
ernment for a single dollar. 
* * * 


THERE OUGHT TO be some 
method by which we can take 
advantage of the present econ- 
omy wave to get rid of this diver- 
sion of gas tax, which has been 
a sore spot with the whole auto- 
motive industry for years. You 
ought to be in a position to guide 
such a program and I know that 
I can pledge you the united sup- 
port of the manufacturers, deal- 
ers and the automobile and truck 
owners of this country. With 
that kind of backing you ought 
to be able to put anything 
across and I want you to know 
that you can count on the full co- 
operation of Automotive Daily 
News.—G.M.S. 





in a voice never raised above a 
conversational tone. 

In substance, the city editor 
said, “The city across the bay is 
San Francisco. It was named 
after St. Francis. It is one of the 
most beautiful names ever given 
to any city. It is sacreligious to 
call it by other than its true 
name, and your use of the ab- 
breviation ‘’Frisco’ shows me you 
are likely to be fired within the 
week.” 

I took the criticism in the right 
spirit, and ever since I have ab- 
horred the name ‘’Frisco.’ 


All of the foregoing is related 
to you because in that very easy 
style of yours you say in your 
“Sparks” column, Nov. 27, “and 
in ’Frisco I will stop at the 
Palace.” 

I warn you when you arrive in 
this glorious city not to say 
’Frisco. In deference to those who 
love the city, please exert just a 
little more effort and say San 
Francisco. 

Apart from this belated educa- 
tion to you, old scout, be sure we 
are going to be glad to give you a 
real California welcome. 

P.S.—Now, if you wish, tell me 
to Go to Hell.—_James Houlihan, 
president, James Houlihan, Inc., 
Advertising, San Francisco. 


Show 


Some time ago you were able 
to secure for us the number of 
automobile manufacturers reserv- 
ing space at the New York auto 
shows from 1920 to 1936. 


Can you give us the number of 
manufacturers that reserved space 
at the 1987 New York show? If 
you can give us this information, 
same will be highly appreciated.— 
P. L. Henriquez, St. Louis Post- 
Dispatch, St. Louis, Mo. 

Epitor’s Note: Sixteen American 
passenger cars, two foreign, seven. 
truck makers, 13 trailers and 42 
parts and accessory makers. 
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DEALERS $7024 GRAHAM 


svmsots_— 


GRAHAM BOMBARDED BY TELEGRAMS AND LETTERS FROM EAGER DEALERS! 
HUNDREDS STILL COMING!...PEOPLE CROWDING GRAHAM SHOWROOMS TO 
CATCH FIRST GLIMPSE OF NEW CAR! SHOW ORDERS BIGGEST IN YEARS. 
NO DOUBT ABOUT IT...GRAHAM HAS THE HOT CAR FOR 1938!...GOOD 


TERRITORIES GOING FAST! DON’T PUT IT OFF! WIRE GRAHAM TODAY! 


@ The new Graham is a hit! We’re being 
flooded with letters and telegrams from 
alert dealers who want the Graham franchise 

the big profit franchise. Hundreds still 
coming every day! 

And the reason? These dealers have seen 
excited, enthusiastic crowds in Graham 
showrooms. They know Graham is the car 
everybody’s talking about. They know an 
unprecedented number of show orders have 
been rushed to the factory. They want to 
cash in—on the hot car for 1938! 

For the first time in years—a car without 
sales resistance. Take a look at that hand- 
some ‘“‘big package.’’ Then you’ll under- 
stand why most of those show orders were 
written without even demonstrating the car! 
One look makes people want it. There’s noth- 
ing*‘ warmed-over”’ about Graham—it’s com- 


pletely new—the only really new car this year! 


Solves your trade-in problem. And pros- 
pects who want Graham won’t even con- 
sider anything else. Graham dealers are 
making the best trades in their communities. 
They’re taking trade-ins at truer values! 
This is your chance to cash in! Your op- 
portunity to make some real money! 
Send this telegram, COLLECT, to F. R. 
VALPEY, Vice President and General Sales 
Manager, Graham-Paige Motors Corp., 
Detroit. “I’M INTERESTED. SEND 
FRANCHISE FACTS.” Sign your name, 
your address. Do it today. 
OPPORTUNITY FOR SALESMEN AND WHOLESALE 
REPRESENTATIVES. There are real opportunities for 
salesmen and high-grade Wholesale Representatives 
with Graham. Act now. And you salesmen who 
want YOUR OWN BUSINESSES—don’t miss this 
chance. Get the facts on the Graham franchise now. 


RAHAM 


‘Ciet anil « can thats rn ther 
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Dealers’ Dollar Volume Up, 
Protits Down, Survey Shows 


DETROIT. Actual perform- 
ances in the retail end of the au- 
tomotive business continued to 
follow the same tendencies re- 
vealed at the close of the half- 
year period, according to infor- 
mation released by the National 
Automobile Dealers Assn. Out- 
standing among these trends are 
increased dollar volume and re- 
duced profits. 


For the nine months ending 
Sept. 30, 1937, 572 reporting deal- 
ers did a total combined volume 
for all departments of $201,834,999 
compared with $191,348,463 for the 
same period of last year. The in- 
crease amounts to 5.48 per cent. 
On the other hand, operating 
profits declined from $5,405,852 to 


THIS SEEMS LIKE A GOOD TIME to take the bull right by the horns 
and thank all our friends and customers for their generosity— their 


unfailing loyalty and cooperation which make it such a pleasure for 


us to serve them. 


For our pleasure in our own business goes far beyond selling so many 
pounds or tons of iron for so many dollars. We want to feel that we 


are giving service—sometimes doing the things our customers think 


$5,386,554. The operating per cent 
of total sales dropped from 2.83 
to 2.67. 

This slump in earnings is due 
largely to an increase of 12.31 per 
cent in operating expenses, plus 
used car gross loss due to over- 
allowances on used cars traded 
in on new cars. At the half year 
mark, the operating profit was 
3.36 per cent of total sales, em- 
phasizing that “clean-up” opera- 
tions of current models during 
the second half of the year nullify 
wholly or in part the results 
achieved during the first half, the 
NADA report says. 

Reporting dealers delivered 126,- 
435 new cars and trucks up to and 
including Sept. 30 this year, and 





period last year. However, the 
smaller number of units sold pro- 
duced 2.11 per cent more dollars. 


New motor vehicles on hand 
Sept. 30 were 8,750 passenger cars 
and 1,563 commercial units, or| 
125.27 per cent of the total pas- 
senger cars and 189.45 per cent 
of the total commercial vehicles 
on hand at the same time last 
year. Used cars on hand were 
21,811, or 108.31 per cent, and 
used commercial jobs 2,603, or 
135.95 per cent of the correspond- 
ing 1936 figures. Value of new 
cars on hand was reported to be 
$6,954,415 and used car inventories 
totaled $7,121,429. 


The average reporting dealer 
sold’ 195 new cars and 25 new 
trucks, which indicates that he is 
typical of the better class motor 
car merchant whose business is 
probably more successful than 
that of the majority of dealers. 








| be made. 





can’t be done—not just for customers, but for loyal, sympathetic friends. 


So, this month we want to forget about talking irons and formulae, 


and instead, thank every one of our friends 


and customers for their generosity in 


loyalty and in friendship. 


ALSO 


MANUFACT 


LEXTRIUAST 


| stiffer. 


| ardous 


| follows: 
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d in New, Used Car Finance Terms 
129,437 during the corresponding M ore Favorable Rates Seen 


As Stimul 


ant to Sales 


(Continued from Page 1) 


in fact so much so that there is / 
no reason why a man should buy 
a higher priced used car when| 
the terms are so much stiffer.” 

Butler’s letter to ADN is as} 
follows: 

“May I comment on your article 
in the issue of Nov. 27, with ref- 
erence to the wide spread be- 
tween the financing cost to the 
consumer of the used car and a 
new car. 

“For many months, I have been 
advocating a lower rate for used 
cars, longer time payments and 
smaller down payments and if 
necessary for the finance com- 
panies to be properly compen- 
sated on the total volume of bus- 
iness, a slight increase’ on| 
charges on new cars and a dras- 
tic reduction in the length of 
time the notes could run, should | 


Terms Too Stiff 

“I have discussed this matter 
with W. R. Tracy, vice-president 
and general sales manager of the 
Hudson Motor Car Co. and with 
presidents of several big finance 
companies, including one big na- 
tional company and tried to make 
them realize that unless used cars 
were made more attractive to the 
buyer, we would eventually get in 
the position we are in today. 

“In other words, it has been 
much too easy to buy low priced 
new cars, in fact so much so that 
there is no reason why a man 
should buy a high priced used 
car when the terms are so much | 





“Finance companies contend 
that used car paper is more haz-| 
and therefore must com- 
mand a higher rate and shorter 
terms. Based on my personal ex-| 
perience of running a finance) 
company with over $500,000 out- | 
standing, I know this is not true} 
if the same care is given to credit | 
investigation on the used car| 
buyer that is given to the new) 
car buyer. 

“T have given this information | 





|to the different finance companies | 


but none of them is willing to| 


| accept it. 


“An organization such as yours 
could awaken the local and state 
organizations and if enough pres- 
sure is put behind the movement, 
the finance companies will be 


| forced to change their attitude on 
|used car financing and when they 


do, the used car business will im- 
prove and the natural result will 
be that new car business will 
move along more smoothly. 
Co-operation Needed 


“In view of my personal ex- 


| . : s * 
periences and convictions in the 


matter of used car finance 


| charges, I hope that you will keep 
;up the good work and that you 


can get the state and local asso- 
ciations behind such a move- 
ment.” 

The editorial to which Butler 
refers appeared in the Nov. 27 
issue of ADN and is reprinted as 


NEW CAR-USED CAR 
FINANCING b 

Dealers throughout the coun- 
try complain of climbing stocks 
of late-model used cars, which 
move slowly and thus block the | 
flow of new cars into owners’ 
hands, Chief difficulty seems to 
revolve around the disparity be- 
tween new car financing costs 
and spread of payments as com- 
pared with the terms offered on 
used cars, 

From our standpoint, we can 
see no definitely good reason 
why a used car of 1936 or 1937 
vintage cannot be financed on 
the same basis as the 1938 
model. In any case, the car 
financed should constitute ample 
collateral and the buyer should 
be a good risk before any loan 
is made. If both these conditions 
are met, there seems to be little 
reason why the used car should 
present a greater risk than the 





|when dealers, 


| their 


new car and particularly so 
when present methods tend to 
entice buyers out of their nor- 
mal used car price class into the 
higher price new car field, 
where the chances of defaulting 
are increased. 

It is too much to expect that 
making the same terms available 
for later model used cars that are 
now available for new cars is the 
magic word that will open the 
door to heaven. Never-the-less, 
there can be little question that 
faced with the 
problem of selling two used cars 
to each new car, are asked to ex- 
tract higher down payments, 
charge higher interest rates for 
unpaid balances, and allow short 
periods for completing payments 
on the used car the balance is all 
in favor of the new car. 

It is quite apparent also that 
this difference in customer treat- 
ment is largely responsible for 
the bad used car situation today 
since the slowest moving used cars 
in stock are the later models for 
which there is no market. Approx- 
imately 70 per cent of today’s 
used car stocks are cars of 1935, 
1936 and 1937 vintage. These cars 
are high priced and the buyer can 
purchase a new car with less 
effort and for the same initial 
outlay. Thus the buyers who nor- 
mally would be buying the higher 
priced used car have turned to 
new cars. 

Butler declares that we must 
make used cars easier to buy. It 
would seem that this can be done 
only by cutting the prices (which 
dealers cannot afford to do) or 


| breaking the present prices up 


into smaller payments so that 
they can be more readily ab- 
sorbed. If necessary the new car 
might be made to bear part of 
the burden of financing used car 
so that equal rates could be ap- 
plied to each. 

ADN would be most grateful to 
hear from others of its readers on 
this question. It is important to 
the industry as a whole that 
movement of later model used 
ears be accelerated. If this is a 
step in that direction we should 
like your support. 


haan 


1938 JOBS 
CONTINUE . . 


NICKEL STEEL TRANSMISSIONS 


The transmission is one of the 
most important units in the chas- 
sis—one that must do its work 
silently, efficiently, and above all, 
dependably. The transmission for 
Sixes and Eights used on a well- 
known make of car has worked 
out so successfully during the 
past year that it is being con- 


| tinued, with some refinements, for 


1938 production. The success of 


| this unit may be credited to sound 


engineering design combined 
with the use of high-grade ma- 


| terials for the gears and shafts. 
| For next year, 
| continues the use of the 


this car builder 
high 
strength Nickel-chromium alloy 
steels that~ have demonstrated 
reputation for durability, 
great resistance to wear, and un- 
failing response 
to correct heat- 
treatment in pro- 
duction. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Revolutionary Road | Building Plan Studied by U. S. 


Super- Highway System 


Proposed with Low ‘Toll’ 


By WILLIAM ULLMAN 
Staff Correspondent, ADN 

WASHINGTON.—In the midst 
of an uproar over President 
Roosevelt’s proposal for deep! 
curtailment of highway improve- 
ment, the federal bureau of 
public roads this week settled | 
down to intensive study of a new | 
and revolutionary road building 
plan. 

It consists of a system of self- 
liquidating tourist highways fol- 
lowing direct lines between im- 
portant points throughout the | 
United States, separated from 
the bus and truck lanes and free 
from railroad grade _ crossings. 
Its author is Senator Lonergan, 
Democrat, of Connecticut, long a 
student of highway problems. 

It is Lonergan’s’ contention 
that the proposed self-liquidat- 
ing project would serve the 
double purpose of providing em- 
ployment and promoting high- 
way safety and, unless the bureau 
finds serious fault with the idea, 
he will introduce legislation de- 
signed to put the plan into 
operation. 

In general, Lonergan’s pro- | 
posal is to have the federal gov- | 
ernment issue _ tourist highway | 
bonds, bearing 3 per cent inter- | 
est but without tax exemption. | 
The funds thus raised would be 
used to build lighted boulevards | 
following straight airline routes 
between important centers of 
population. The cost would be 
liquidated by a mileage charge of 
one-half cent to one cent to mo- 
torists preferring to use these 
routes. 

“Such a charge could not be 
considered a toll,” the senator | 
contends, “in view of the ex-| 
istence of other ‘main highways | 


Howatt is Named | 
Head of Trades | 


Assn. in Portland 


PORTLAND, Ore.—Fred J. 
Howatt of the F. J. Howatt Radi- | 
ator & Fender Works was elected | 
president of the Portland Auto- 
motive Trades Assn. at its an- 
nual meeting last week at the 
Imperial hotel. Howatt is the 24th | 
president of the organization. 

Other officers, directors and 
department heads are Tom 
Buckles, first vice-president; E. | 
W. Kidd, second vice-president; 
Paul Bossart, third vice-presi- | 
dent; Fred Dundee, secretary; 
George Rotehard, treasurer; Jack 
M. Bates and Dave White, di- | 
rectors. 

Department vice-presidents are: 
R. W. Steel, auto laundry; Ben 
M. Lisbakken, battery and elec- 
trical; Oscar Wick, machine 
shops and regrinders; E. A. 
Farnham, rebuilders; C. G. An- 
derson, refinishers; William Dor- 
sey, repair shops; K. P. Gustin, 
retail gas and oil; Ralph Kad- 
derly, storage garages. 

E. E. Alford and Jack Brown 
are holdover directors and 
Dwight Thorsen is_ holdover 
chairman of the parking lot de- 
partment. 





Automotive Group Tops 


Oct. Retailing in Mass. 


WASHINGTON. — The greatest 
improvement in retail sales in 
Massachusetts during October 
was registered by the automotive 
group, according to _ estimates 
made public by the federal com- 
merce department this week. 

The statistics show that for all 
classes of business there was a 
4 per cent increase in dollar 
volume of retail sales compared 
with October, 1936. The automo- 
tive group registered an increase 
of 19.1 per cent. 


jand grade 


| success, 
The senator emphasizes that he | 


which motorists could take if 


they prefer.” 


The plan is based on the as- 


sumption that there are many | 


motorists who would be willing 
to pay a small charge for the 
convenience and safety of tour- 
ing on lighted highways without 
interference from heavy traffic 
crossings. Germany 
and other European countries, as 
well as scattered localities in this 
country, have tried the plan with 
Lonergan asserts. 


is primarily interested in the 
safety aspect of the plan, but that 
the employment phase contains 
possibilities for expansion of CCC 
work and safe investment of por- 





| tions of federal funds collected | 
|for old age pensions and future | 
obligations. He does not believe 

it would compete with private | 
enterprise nor seriously affect the 
railroads “since it would merely 
|divert from present highways | 
that portion of the traffic willing 
to pay for the convenient super- 
highway through routes.” 

It is estimated that traffic of | 
| approximately 1,000 cars per day | 
over each mile of road would be 
necessary to finance and main- 
tain the self-liquidating highway 
program. On the present basis of 
5,000 to 15,000 cars per mile on 
some main highways, authorities 
believe there would be attraction 
for at least one-third, or suf- 
ficient to finance the new system. 


ADN’s Almanac, published once a 
year, is considered THE reference 
book wherever automotive informa- 
tion is desired. 








Anditions Shaw to Feature 
Road Builders’ Convention 


Daily News 


The 1938 Road 


Special to Automotive 


CLEVELAND. 


show and convention of the Amer- | 


ican Road Builders Assn. here 
Jan. 17 to 21, will be featured by 


|the most ambitious exhibition of 


road building machinery and ma- 
terials ever seen in the United 
States. 


The association announced this 
week that already 400 displays of 
the very newest and best appara- 
tus and materials have been en- 
tered, enough to occupy every 
foot of available floor space in 
the Cleveland Public Auditorium. 


Present indications are that 20,- 


000 road builders from every state | 
and 25 foreign countries will be 


YEAR AFTER YEAR 


CADILLAC-LASALLE 


SALES 


STEADILY INCREASE! 


ye YEARS AGO—with business every- 
where at low ebb—Cadillac-LaSalle 
dealers sold 7,000 motor cars. 


Four years ago—Cadillac-LaSalle dealers 


sold nearly 


12,000 cars! The next year— 


they sold some 20,000 motor cars—then 
29,000—and, last year, nearly 45,000! 


Thus you see that, regardless of the 


CADILLAC MOTOR CAR DIVISION 


General Motors Sales Corporation 


2860 CLARK AVENUE, 





on on hand, it is stated, to view these 
exhibits. The displays will come- 
prise all the newest developments 
in power shovels, paving mixers, 
finishing machines, tractors, 
trucks, crawler wagons, compres- 
sors, graders, rollers, engines, 
guard-rail and other roadbuilding 
equipment and materials. 
Conventions session of the com- 
mittee on safe highways of the 
association will culminate the na- 
tionwide safety campaign in 
which 354 radio stations are par- 
ticipating. More than 100 nation- 
ally known safety experts will be 
present to discuss the safety prob- 
lem in its relation to highway 
construction. 


Eads. eee 
gre 


general state of business, Cadillac-LaSalle 


sales have steadily increased! 


If you want to make money this year— 


and if you are interested in associating 


with an organization that can present such 


an unusually successful sales record as 


this—you are cordially invited to inquire 


whether your territory is open. 


DETROIT, MICHIGAN 
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Ice Studies Regulation of Truck Size, Weight 


th Dimension 


The News of Automotive Advertising 


the 


By Pete Wembhoff 


| dise for car 
agency—also for 


Collegiate salesmen and ad- 
Pre-Christmas ad drives in col- public, it ap- 
lege newspapers were released | Pears. 
this week by Ford (N. W. Ayer| Stunt, a half-hour of solid com- 
& Son) and General Motors (Ar-| mercial blurbs, was pulled by 
thur Kudner, Inc.). |Rochester Automobile Dealers’ 
GM’s campaign’ll cover 528 | Assn., Inc., with aid of Station 
college papers, through the Na- |WHAM and the Hart-Conway 
tional Advertising Service, Inc., | Advertising agency. Agency tipped 
while a similar set-up has been | off reps of 21 exhibitors at show 
arranged for Ford through same |to be ready with sixty-second 
agency. plugs for their cars at certain 
|hour that night. Station set up 
Eden mikes in show buildings at Ed- 
Wrinkle during Rochester (N.Y.) | gerton Park, Rochester, and gave 
automobile show provided a para- | each of the 21 salesmen one min-| 


|about his product. 


ute to say anything 

Listeners likee showmanship 
angle—consisting of whistle 
which halted overzealous spiel- 
ers; efforts of salesmen to out- 
sell each other; and contest gag, 
with three judges deciding win- 
ning spieler and handing over 
box of cigars. 

Program handled by Jack Lee 
and Dick Toole, with stogies go- 
ing to Edwin J. Mott, of Valley 


Cadillac Corp. 


Switch 

Robert E. Potter, national ad- 
vertising manager of Chicago 
Journal of Commerce, resigns to | 
become vice-prez and _ general | 


—anemceil 


ne pleased | COMMISSION Investigating 


‘Reasonable Requirements’ 


ial {utomotive Dat N cw's 
WASHINGTON. 
government is considering regu- 
lating the sizes and weights of 
| interstate commercial motor ve- 
— in the interests of safety. 
The interstate commerce commis- 
sion is carrying on an investiga- 
ition of the subject. It will make 
a report concerning such neces- 
sity as it finds, under authority of 
| the motor carrier act, for pre- 
| ecribing ° ‘reasonab bI e require- 


manager of Arthur R. MacDon- | 


ald, Inc., Chicago. 
Organization’ll now be known 
as MacDonald-Potter, Inc., with 


| MacDonald retaining presidential 


post. 





Here’s how one large body builder 


reduces D Cc 


WITH 


A “These units are constructed entirely 
of high strength alloy steels. These 
newly developed steels have higher ten- 
sile strength, which when properly uti- 
lized by re-designing offer great savings 
in weight without sacrificing strength or 
the ability to stand up under hard every- 
day work.” 


Fuel Revenue Up 


CONCORD, N. H.—A gasoline tax 
revenue of $338,667 was received by 
this state during September. Last 
year the month yielded $333, 814. 


The federal | 


ad Weig 


COR-TEN 


B “Weight savings over conventional 


equipment average 


around 25% on the 


smaller units up to 40% on the larger 


units. 


This exceptional 


light weight 


makes it possible and practical to use « 
definitely smaller tractor.” 


VERY extra pound you haul 
around on your commercial 
equipment increases gasoline costs, 
lowers speed, wears out motors, 


times the corrosion resistance of ordi- 


ip, Cor-TeEN prices have not in- 
reased. Now, you can build with 
this superior steel—get all the money- 
saving advantages of lighter weight, 


brakes and tires faster, reduces profits. 
Many truck designers have found 
that dead weight can be reduced at 
low cost by building light with U-S:S 
Cor-Tenx and U'S:S Man-TENn. 
Weight reductions of 25% to 40% 
are € asily obtainable without sacrifice 
in strength, safety or durability. 
Because Cor-TEN has four to six 


U:S'S HIG 


AMERICAN STEEL 
CARNEGIE- 


TENNESSEE 


Columbia Steel Company, 


& WIRE COMPANY, 
ILLINOIS STEEL 
COLUMBIA STEEL 
NATIONAL 

COAL, 


San Francisco, 


nary steel, it will last long and repair 
costs will be low. 

Remember, Cor-TEN and Man- 
Ten can be worked with little change 
from ordinary shop methods, with 
regular equipment — an important 
factor in keeping construction and 
repair costs low. 

While other steel prices have gone 


great strength and long life — with 
little or no increase in cost over ordi- 
nary steel. 

Check up the weight of your equip- 
ment —be sure it is not built too 
heavy for economy. Find out how 
Cor-TEN, MAn-TEN and other U-S:S 
High Tensile Steels will rid it of costly 
dead weight. We welcome inquiries. 


H TENSILE STEELS 


CORPORATION, 
COMPANY, 
TUBE COMPANY 
IRON & 


Pacific Coast Distributors 


Cleveland, Chicago, 
Pittsburgh and Chicago 
San Francisco 
Pittsburgh 
RAILROAD COMPANY, 


* United States Steel Products Company, New York, Export Distributors 


and New York 


Birmingham 


UAte eee STATES STEEL 


{| ments” for common, contract and 
private motor carriers. 

The American Trucking Assns. 
has assisted truck men in insti- 
gating cases in two federal courts 
on this subject. In each case the 
ICC intervened, indicating it be- 
lieves its jurisdiction supersedes 
that of states in the matter. 


De Soto Dealers 
Open ‘Winteready’ 
‘Used Car Drive 


DETROIT—De Soto dealers 
throughout the country are in- 
augurating a “Winteready” sales 
drive this month, designed to ac- 
quaint the public with modern 
conditioning methods used to 
make the cars “ready to run” for 
| winter-long driving comfort. 
| “Dealers are taking special 
|steps to put the used cars in 
shape for the winter months,” ex- 
plained J. C. Ullery, director of 
used car merchandising, De Soto 
division of the Chrysler Corp. 
“Cars, now being taken in, are 
put through a virtual ‘assembly 
line process of reconditioning in 
service departments that are 
equipped with special tools and 
|equipment to check everything 
| thoroughly. 

“Within 48 hours the cars are 
thoroughly prepared for winter 
driving conditions. 

“This special ‘Winteready’ serv- 
ice includes checks on adjust- 
ment of brakes, inspection of 
tires with replacements if neces- 
sary, thorough engine tune-ups, 
installation of adequate car heat- 
ers, check on battery and elec- 
trical equipment, proper lubrica- 
tion and inspection of cooling 
system and servicing with anti- 
freeze solution. 





License Fee Cut 
Proposed in N. J. 


TRENTON, N. J.— Proposed 
legislation to reduce all passenger 
automobile registrations to a flat 
fee of $5 annually and to cut the 
cost of driver’s licenses from $3 
to $1 a year will be re-introduced 
in the 1938 New Jersey legislature 
by Senator Clifford R. Powell, 
Burlington republican. 

Senator Powell, unsuccessful 
candidate in the republican gu- 
bernatorial primary this year, 
sponsored similar bills in the 
1937 legislature, but was unable 
to rally sufficient support to gain 
their enactment. He stated re- 
cently he has every intention of 
again seeking passage of the bills, 
i he believes needed to re- 
duce the excessive burden of 
| taxation now levied against mo- 
| torists. 


| | (aaalindion Goes West 


For Sales Sessions 

FLINT. — Conducting business 
| sessions in the various key points 
;throughout the country, W. F. 
| Hufstader, general sales manager 
|of the Buick division of General 
| Motors, will spend the next 10 
| days on the Pacific Coast where 
he will meet with dealers in 
| Seattle, Portland, San Francisco 
and Los Angeles. 
| Hufstader departed for the 
| Coast following a trip through 
| the eastern territory in which he 
| met. with officials of the Phila- 
|delphia and New York zones of 
| this division. 

E Curopean Show Dates 

WASHINGTON.—The dates of 
three European automobile shows 
next year have been transmitted 
here by the bureau permanent inter- 
national des constructeurs d’auto- 
mobiles at Paris as follows: Brus- 
sels, Jan. 8-19; Budapest, Mar. 18- 
27, and Vienna, Aug. 24-28. 





Gasoline and Oil Gross 


Also Higher, Survey Shows 


(Continued from Page 1) 


volume of parts as during 
entire year 1929, which was a top 
volume year. 

Basing an estimate on the sales 
for the first nine months period 


the | 


of this year, it is apparent that | 


1937 will wind up with dealer 
purchases of repair parts show- 
ing an increase of $5,000,000 over 
the previous record, and that 
they will retail $50,000,000 worth 
of parts more than any year 
since and including 1929. 
According to service executives 
in the major plants, the principal 
credit for this return of the car 
dealer to a profitable service op- 
eration which continues through 


any temporary slump in new and| — 
used car sales, is directly attribu- | 
and | 
lubrication merchandis- | | 


table to the quick service 
modern 
ing campaigns which have been 
in force under factory direction 
and, 
able editorial attention by ADN. 

Breaking these figures down to 
a. per-dealer basis, the survey 
shows that the average class A 
dealer in 1934 sold $11,857 worth 
of parts gross; $12,734 in 1935 and 
$15,633 in 1936. 

In the same years he sold 
gasoline, motor oil and lubricants 
to the tune of $4,829 in 1934; $4,- 
924 in 1935 and reached over one- 
third of his gross parts sales with 
a gross of $5,898 in 1936. 

In these same years his profit 
from the sale of these refiners’ 
products alone showed a worth- 
while profit return. In 1934 he 
made $1,038 from the sale of gas 
and oil, in 1935, $1,029 and in 1936 
jumped his profit to $1,236 per 
dealer, or a 20 per cent boost 
over 1935. This gross sale and 


Goeppert Named 
Head of Eastbay 


Car Dealer Assn. 


‘pecial to Automotive Daily New's 


OAKLAND, Calif.—Karl Goep- | 


pert will serve another term as 


chief executive of the Eastbay | 
Motor Car Dealers’ Assn., having | 
been re-elected president of the | 


body at the annual meeting and 
election of officers. 


Goeppert is manager of 


tributor. 

John M. Olney, head of John 
M. Olney, Inc., 
of Berkeley, 
vice-president of the association. 
Joseph Pierotti, of Joseph Pier- 
otti & Sons, Oakland Ford dealer- 
ship, was named _ second 
president. 

Charles L. Hebrank, De Soto- 


Plymouth dealer of Oakland, was | 
and W. J.| 


Burns, Berkeley Chevrolet dealer, | 


re-elected treasurer, 


was named secretary. 


Immediately following the elec- 
tion of officers the president an- | 
nounced the names of the mem- | 


bers of the important labor re- 


lations committee. The committee | 


roster is: Robert Hoyt, chairman; 
Harry B. Liggett, Milton Kayser, 
J. Charles Nagel, W. J. Burns, 
James G. Paps, George S. Dan- 
iels, Bill Wood, Joe Glikbarg, G. 


Harold Forman and Roy Butler. | 
be | 


The other committees will 
announced shortly, according to 
President Goeppert. 

During the coming year safety 
and good roads will claim the at- 
tention of the association mem- 
bership, Goeppert announced. 


Offer Low Speed Drill 


TOWSON, Md.—A new quarter- 
inch low speed drill, specially con- 
structed for use on stainless steel, 
Monel and other very hard metals, 
is announced by Black & Decker. 
The drill has a standard spindle of 
450 r.p.m. and weighs 6% pounds. 


since 1934, given consider- | 


profit record has been made with 
Class A dealers servicing only 
17% per cent of the cars they sold. 
The number of dealers who have 
modernized their service facilities 
this year is estimated to be con- 
siderably more than in any 
former year. 


Customer labor sales in 1934 
ran approximately 20 per cent 
over sales of the year previous; 
in 1935 this item was upped 26 
per cent over 1934, in 1936 an- 
other gain of about 26 per cent 
was shown over 1936, and this 
year, if the last three months 
run true to form, the sales should 
» 


@ 
{ 
| 
| 
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Dealer Service Sales 


11 





Up Sharply in First 9 Month 


cent over the former all-time 
peak, 

Estimating a total gross dealer 
parts business from the actual 
figures produced in the ADN sur- 
vey, it is found that the car fac- 
tories sold wholesale to the dealer 
body about $175,000,000 worth of 
replacement parts and_ these 
dealers in turn have retailed 
around $350,000,000 worth of 
parts. 

While the sales of lubricants 
and gasoline is but a come-on for 
the dealer to the sale of other 
services, it has been demonstrated 
that it is a pay-as-you-go service 
business contact which is better 
when placed on its own and, in 


times of slow new and used car | 
| year. 


might well be a business 
for thousands of dealers. 


sales, 
saver 


Chris Sinsabaugh’s sparkling | 
the | 


“Sparks” column is read by 
“wide-awake” in the industry. 





| belief that the 





Rubber Quota 


Cut to 70% 


For First Quarter of 1938 


Special to Automotive Daily News 


AKRON.—<Action of the inter- 


national rubber regulations com- | 


mittee at London in cutting the 


rubber export quota to 70 per| 
cent of the basic quota for the | 


first quarter of 1938 is believed to 
have the approval of major rub- 
ber companies here. 

The reduction in quota is ex- 
pected to result in a rise in tire 
prices, which «sould cut inven- 
tory writedowns at the end of the 
More important to the 
manufacturers, however, is 


ber prices. 


For the last six months of 1937 | 


the | 
lowered exports | 
will tend to stabilize crude rub- | 


shipments have been set at 90 
per cent of the base arbitrarily 
established when the committee 
| was formed in 1934. Quota in the 
last six months of 1936 was 65 
per cent of the base; 75 per cent 
during the first quarter of the 
year and 80 per cent during the 
second quarter. 

| In deciding the quota the com- 
mittee was forced to weigh the 
effect of a price rise on Ameri- 
can tire retailing, against the 
demand of the producers for 
higher prices. Rubber makers 
made a last minute plea against 
a sharp reduction in the quotas, 
| pointing out the possibility of in- 
creased U.S. consumption in 1938. 





President | 
the | 


Eastbay operations of the J. E. | 
French Co., Dodge-Plymouth dis- | 


Ford dealership | 
was elected first | 


vice- | 





A EVERY DEALER knows—once a pro- 
spective buyer gets in a car the battle 
for his patronage is half won. Pontiac 
knows it too, so for 1938 Pontiac provides 
dealers with the best of all features for 
getting demonstrations, and a matchless 
argument for closing sales! 

Here’s why Safety Shift Gear Control, 
exclusive to Pontiac in the low-price field, 
does both these important things, and does 
them superlatively well! Safety Shift clears 
the front floor, puts the shift-lever at the 
driver’s finger-tips, and speeds up and 
simplifies shifting. There is nothing new to 
learn—anyone can use Safety Shift expertly 
at once. There is nothing to get out of 
order—drivers need not worry about serv- 
ice or lubrication. And it costs only $10, 
making it the lowest-priced remote control 
shift available today! 

This great demonstration feature is 
only one of the many new advancements 
in performance, comfort, safety, driving 
ease and dependability that make Pon- 
tiac’s new low-priced six and eight out- 
value them all for 1938. In fact, Pontiac 
gives dealers and salesmen more new 
things to talk about than are present in 


OND BIGG 


aati al 


any other new low-priced car! Pontiac also 
gives a franchise unsurpassed for liberality. 
And that’s a money-making combination 
in anybody’s language—as Pontiac dealers’ 
three successive record-breaking years 
prove beyond a doubt. 


a ‘ 


NERAL MOTORS LINE 


SAFETY 
SHIFT 
GEAR CONTROL 


only $10 


If you are interested in acquiring the 
Pontiac franchise, please communicate 
with C. P. Simpson, General Sales 
Manager, Pontiac Motor Division, 
General Motors Sales Corporation, 
Pontiac, Mich. Your communication 
will be regarded as strictly confidential, 


oad 





DETROIT.—A new line of com- 
mercial cars for 1938 was an- 


nounced here this week by the} 


Plymouth Division of the Chrys- 
ler Corp. Production on the new 
line is already under way, and 
sample cars have been shipped 
to dealers. 

Plymouth commercial cars, first 
introduced last year, again for 
1938 will be available in three 


different models; a smartly-styled | 


commercial sedan with 105 cubic 
feet capacity, a commercial pick- 
up truck with all-steel express 
box body, and a commercial car 
chassis with cab, on which the 
user can mount the particular 
type of special body best suited 
to his requirements. 

All models are mounted on @ 
special commercial car chassis of 
116-inch wheelbase. Structural 
foundation of this chassis is a 
rigid, truck-type frame with side 
channels 6 inches deep and five 
cross-members, including rear en- 
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Three Commercial Jobs Announced by Plymouth 


1938 Line Again Designed 
For Fast Delivery Work 


gine support cross-member, for 
extra strength and durability. 
The engine is Plymouth’s L- 
head design, and is said to de- 
liver 70 horsepower at 3,000 r.p.m. 
with maximum economy. 
Features of the power plant in- 
clude a high compression ratio of 


6.7 to 1 with calibrated ignition | 


for maximum power with ordi- 
nary gasoline; hard, heat-resist- | 
ing valve seat inserts which are 


sibility from the front for side un- 
| loading, or through a steel door 


| of 





said to save fuel and valve-grind- 
ing expense and lightweight alu- 
minum alloy pistons with four | 
rings. 

The heavy-duty transmission | 
has five ball and roller bearings | 
for longer life and smoothness of 
operation. Rear axles are the new 
hypoid type. Hydraulic brakes are 
standard. 

All bodies and cabs are of solid | 
steel construction. Driver’s com- | 
partments are roomy and com-| 
fortable. 

In the commercial sedan, the | 
load compartment is open behind | 
the driver’s seat, offering acces- 





‘Pontiac to Hold 


|of Pontiac dealers at the central 


| Co., 


Pa.; 
|tor Co., Silver Spring, Md.; J. J. 
| Mosher, 
| bany; 
| Inc., 


|tin Loeber, 





GooD, BUF Sy Varah) ot 


at the back. 

In the commercial pick-up, the 
weight distribution permits use 
a steel express box six feet 
long, with a floor width of 47% 
inches. Its low floor is said to 
make it easy to load and unload 
from sidewalk or ground level. 
Edges of the deep flare boards 
are rolled to add strength. The 
steel tailgate can be lowered and 
secured flush with the floor, giv- 
ing added capacity for carrying 
extra long or bulky objects. 

The chassis with cab unit con- 
sists of the Plymouth commercial 
car chassis, including fenders, 
running boards and hood, and 
built-in cab the same as that used 
on the pick-up model. 


Dealer Meeting 
Next Monday 


PON TIAC.—The first of the 
monthly merchandising meetings | 


office since September will be 
held next Monday. Following the 
practice of these meetings, which 
were begun over three years’ ago | 
at Pontiac, one dealer from each | 
of the company’s 25 zones will be 
present. 

All phases of merchandising 
will be discussed. The October 
meeting was replaced by the 
national convention in Detroit, 
attended by over 4,000 dealers. | 
Automobile shows interfered | 
with the November meeting. The | 
meetings are conducted by C. P. 
Simpson, general sales manager. 


Dealers who will attend next 





Monday’s conference are: 


Fred Kelleher, Eastman-Keller | 
Inc., Bangor Me.; John V. 
Rawson, Rawson Motors, Inc., 
Plainfield, N. J.; Norman Burke, 
Conestoga Pontiac Co., Lancaster, 
F. P. Wilson jr., Wilson Mo- | 


Mosher Bros., Inc., Al- | 
J. Villa, Schwarb-Villa, 
Buffalo; K. J. Palmer, 
Palmer’s Garage, Inc., 
port, Pa.; H. M. Davis, 
Auto Co., Inc., Fort Wayne, Ind.; 
Peter Weidner, Weidner Motor 
Sales, Mansfield, O.; Almond 
Cooke, Cooke Pontiac Co., Louis- 
ville; Warren L. Langwith, 415 
W. Fourth, Davenport, Ia.; Mar- 
Badger Pontiac 
Milwaukee; M. W. Freund, 
Freund Pontiac Co., St. Louis. 
Bruce Goffe, Bruce Goffe Mo- 
tor Co., Salina, Kan.; G. Ander- 
son, Anderson Pontiac Co., Iowa 
City; Charles Chamberlain, Boyd 
Motors, Minneapolis; A. T. Han- 
sord, A. T. Hansord Co., Min- 
neapolis; J. D. Johnson, Johnson 
Pontiac Co., High Point, N. C.; 
E. D. Stewart, Stewart-Obee, Inc., 
West Palm Beach, Fla.; Walter 


Schlapp, Pontiac Master Automo- | 


bile Service, Augusta, Ga.; C. B. 
Farrier, Motor Supply, Inc., 
Laurel, Miss.; R. P. Fuller, But- 
ler-Fuller Pontiac Co., Lubbock, 
Tex.; Frank Williamson, Fron- 
tier Posgiac, Inc., Fort Worth; 
George T. 
Theobald Co., San Jose, Calif.; A 
Bartleson, Bartleson and Wilson, 
Santa Ana, Calif.; 


Gibson Motor Co., Spokane, 


McKees- | 
Davis | 


Co., | 





Theobald, George T. | 


E. J. Gibson, | 


Wash, and Walter T. Mathis, | 


Colorado Motor Car Co., Pueblo, 
Colo. 


Pontiac Managers Hold 


Central Office Meeting 


DETROIT.—The monthly meet- 
ing of Pontiac Motors regional 
managers was held at the execu- 
tive offices in Pontiac Tuesday. 
It was the first since before an- 
nouncement time. 

The October 
was the last took place 
diately following the 
convention of Pontiac dealers in 
Detroit. Auto shows made the 
November meeting impossible. 


meeting which 


imme- | 
national | 


| 


DESIGNED FOR FAST DELIVERY work, Plymouth’s 1938 com- 
mercial car line includes three models, two of which are shown here. 


Top photo, the commercial sedan is 


built on a 116-inch wheelbase with 


6-inch-deep side channels and 5 cross members. Lower photo shows 


the pick-up truck of the new line. 


|Chile to Remove nes 


Remits on U.S. Cars| 


NEW YORK.-—Cost of Ameri- 
can automobiles in Chile will be 
substantially reduced as a result 
of a change in import restrictions 
to be put into effect Jan. 1, 1938, 
by the Chilean government, ac- 
cording to the Chilean consul 
general here. 


“Quota restrictions on the im- 


| automobiles, 


portation of American automo- 
biles will be entirely removed and 
the government will reduce the 
special exchange rate necessary 
for the purchase of American 
radios and acces- 
sories,” the consul said. “Al- 
though the import duty itself will 
be increased, the net effect of 
these changes will result in a 
very much lower price _ for 
American cars in Chile.” 


AMERICAN 


FLAGOHIP 


To THE AUTO SHOWS 


The Fast, Clean, 


Comfortatle Way 


Save time and really enjoy your trip to the Auto 


Shows by using American Airlines. You can 


leave later, be back sooner, yet have more time 


at the Shows. Convenient Schedules between 


DETROIT and 57 important cities, American’s 


giant Flagships are the largest, quietest, most 


luxurious transport planes. 21 deep-cushioned, 


reclining lounge chairs. Delicious complimen- 


tary meals served by attractive Stewardess. 


Call your travel agent or American Airlines 
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Will Fight Diversion 

TRENTON, N. J.—Continued op- 
position to diversion of highway 
funds will be voiced by the New 
Jersey State Grange at its annual 


District Court Upholds 


convention which opens Dec. 6 in 
Atlantic City, it was predicted here 
this week by State Master David H. 
Agans. The Grange, Agans stated, 
also will urge a campaign for a 


state constitutional amendment pro- 
hibiting further highway fund di- 
version, and will advocate reduction 
in gasoline taxes, motor vehicle fees 
and the cost of drivers’ licenses. 


Colo. Fair 


Trade Act 


Special to Automotive Daily Neu 

DENVER.—Members of the au- | 
tomotive industry in Colorado are 
pleased with a decision handed 
down in district court here by 
District Judge Stanley H. John- 
son, upholding the constitution- 
ality of the Colorado unfair trade 
practices act passed by the legis- 
lature last January. 

The court held the law was not | 
a price-fixing act and overruled | 
a demurrer, interposed by a local | 
chain store firm to the suit, | 
brought by an individual store in| 
an effort to restrain the chain| 
from alleged violation of the act. | 


— ~ | 
Parts Employment) 


Shows 19% Gain! 
Over Last Year 


DETROIT.—An analysis of con- 
ditions in the original equipment 
division of the automotive parts 
and equipment manufacturing in- 
dustry for the four-week period 
ending Oct. 16, which has just 
been completed by Automotive 
Parts and Equipment Manufac- 
turers, Inc., shows that employ- 
ment was up 19.9 per cent and 
productive man hours’ worked 
were 11.8 per cent greater than 
for the similar period last year, | 

The average hourly rate of pay | 
for all factory employes was 24.9 
per cent higher than October of 
last year, with the average! 


|to opinions dealing with regula- 


|ing competition has the ultimate 





weekly earning per factory em-| 
ploye $32.16 as against $27.61, an| 
increase of 16.5 per cent in Oc-| 
tober, 1937. 

The 48 plants used in this com- 
pilation paid out to factory em-| 
ployes during this period a total 


of $10,934,256, an increase over | 


last October’s payroll of $7,831,039 | 


or 39.6 per cent. This is the high- 
est payroll ever recorded for 
these 48 plants by APEM. 

During the last 44 weeks, these 
48 plants have paid out a total of 
$106,355,482 to factory workers as 
against $76,611,990 for the similar 
44 weeks in 1936, an increase of 
38.8 per cent. Average employ- 
ment in these 48 plants for the 
44-week period showed an _ in- 
crease of 22.5 per cent. 


Centenary of Hyatt’s 


Birth is Celebrated 
NEWARK, N. J.—The _ cen- 
tenary of the birth of John W. 
Hyatt, inventor of celluloid and 
founder of the Hyatt Roller Bear- 
ing Corp., a General Motors di- 


Hupmobile Dealer 





vision, was celebrated this week 
by Celluloid Corp. here. 

Hyatt, who was born Nov. 28, 
1837, is credited with more than 
150 inventions in the mechanical 
and chemical fields. His discovery 
of celluloid signalized the start 
of the modern plastics industry. 


RETURNING FROM TOUR of 


C. L. Popp is in charge of the plant. 


|The chain store firm was said to 


have sold a number of items at 
prices below cost, not figuring in 
such items of overhead as labor, 
advertising, taxes, interest on bor- 
rowed capital and other charges. 
This was done, the plaintiff 
charged, to injure competitors 
and destroy competition. 

Judge Johnson, in holding the 
act was not a price-fixing act, 
said: “There is no_ prohibition, | 
but merely regulation, of the in- 
herent right of an owner of goods 
or services to sell at what price 
he pleases. What is prohibited is | 
selling below cost with the pur-| 
pose of injuring competitors or | 
destroying competition. It is not} 
to the decisions of the United | 
States supreme court upon price- | 
fixing that we must look to de- 
termine the boundaries of legis- 
lative power in this matter, but | 


tion of competition through regu- 
lation of the means by which 
competition is carried on. 

“It may be conceded that busi- 
ness is carried on for the basic | 
motive of financial gain and that 
cutting prices of goods by an 
owner to a point below the profit 
level for the purpose of destroy- 


purpose of personal gain, but it 
is within the province of the leg- 
islature, if destruction of compe- 
tition, or acts tending thereto, af- 
fect the interest of the state, to 
declare such actions unfair and 
illegal. It is common knowledge 
that in recent years in many lines 
of industry larger combination of 
capital through lower costs have 
driven smaller merchants out of 





| business.” 


Distributor Body 
Nearly Completed 


DETROIT.—Hupp now has dis- 
tributors in nine out of 10 major) 
distributing points in the United | 
States and Canada, with the re- 
maining points to be closed with- | 
in the next two weeks, according | 
to W. A. MacDonald, director of 
sales. 

Hupp’s dealer organization is 
also rapidly being completed, with 
six to eight dealers being signed | 
by distributors daily, MacDonald | 
declared. 

MacDonald said Hupp’s produc- 
tion was proceeding at a very| 
satisfactory rate, with the auto-| 
mobile shows having stimulated | 
retail sales. 


Operations Started 
CAMBRIDGE, O—The Reynolds 
Molded Plastic division of the Reyn- 
olds Spring Co., Jackson, Mich., has 
started operations at its plant here. 


i 





European car shows and indus- 


trial centers, Walter F. Rockwell, vice-president and Willard F. Rock- 
well, president, of the Timken-Detroit Co., urge more comprehensive 


truck shows in America. 


Your Customers Want this 
Extra Safety! You, too, 
can make these De Luxe 


’ Equipment Profits. No 
investment required — 
no stocking problem 


Even the selling problem is taken care of for 
you by the new Royal Master Selling Plan. 
Valuable instruction, helpful in selling all 
accessories such as radios, heaters, ete., is 
available for your salesmen. This clearly 
demonstrates how such plus profit sales are 
taken right in stride—after the car sale is 
made. And your men will welcome this new 
opportunity to make extra commissions for 
themselves, while at the same time putting 
extra profits in your cash register. 

Decide today to investigate this new U. S. 
Royal Master Plan. A few minutes with the 
U.S. Salesman will show you a profit oppor- 


tunity that will amaze you. No obligation! 


In one minute, right in your show- 
room, you can sell your car customers 
on the need for SKID CONTROL, A card 
to us brings you this sales clinching 
demonstrator FREE—No obligation! 


U-S-ROYAL Zze 


DE LUXE SAFETY EQUIPMENT 


U.S. Tire Dealers Mutual 
Corporation 


1790 Broadway, New York City * 5725 Telegraph Road, Los Angeles, Calif. 


> | nited States Rubber Company J ¢ 


=! a 
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Dealer Applies Line Technique to Reconditioning 


New Car Psychology 


Used 


In Selling Rebuilt Models 


Special to Aut ve Daily News 
NEWARK, N. J.—Application of 
assembly line technique to the re- 
conditioning of used cars and of 
new car sales psychology in sell- 
ing them is rapidly building a 
used car business for the Mallon 
Oldsmobile Co., of this city, which 
promises to serve as a model of 
merchandising in urban centers. 


Early in September, Arthur 
Holmes, president of the concern 
and of Mallon Suburban Motors 
(Pontiac) of Irvington and East 
Orange, N. J., established a cen- 
tralized reconditioning plant here 
to which trade-ins from all three 
agencies could be sent, renovated 
from bumper to bumper and, be- 
cause of what 
production, sold competitively 
with used cars which received 
only general repair shop atten- 
tion. 


“Our new policy in used car 
sales is to do as in new car sell- 
ing—to aim at repeat used car 
sales,” Holmes said. “Heretofore 
little attention has been given to 


mot 





amounts to mass | 


| misnomer for the 


on a lift in 


Ohio Repossession | 


Case Seen Aid to 
Buyers of Cars 


YOUNGSTOWN, O.—Hundreds 


of persons throughout Ohio may | 


benefit from a conviction in a re- 
possession case here. 


Judge J. H. C. Lyon, of com- 
mon pleas court, convicted the 
Associates Investment Co. of un- 
lawful possession of an automo- 
bile on which W. A. Allison had 
paid more than half the purchase 
price. The conviction was under 
a statute permitting buyers to 
recover 50 per cent of their pur- 
chase if an article is repossessed 
after 25 per cent of its price has 
been paid. 


H. Russell Hare, 
the Commercial 
been arrested on a_ warrant 
charging grand larceny in con- 
nection with the reclaiming 
the automobile and is at liberty 
under $1,000 bond. 

The grand larceny charge was 
preferred, not in connection with 
the actual taking of the car, but 
in the alleged usurping of the 
equity in the car, which the com- 
pany is alleged to have re- 
possessed without knowledge of 
the owner while it was parked. 

Hare has refused to comment 
on the action but it is believed 
that finance companies through- 
out the state would look upon the 
case as a test and that it prob- 
ably would be fought to the state 
supreme court. 


manager of 
Loan Co., has 


In New Building 
DETROIT .—Harris 
has moved into its new building at 
5408 Commonwealth Ave. here, where 
greater facilities will be provided. 


of | 


| agers 


a used car purchaser 
back for another used car in a 
year’s time. We’re aiming at that 
now, and it’s best accomplished by 
selling him a vehicle he can be 
proud of—no matter if it’s three 
or four years old. The establish- 
ment of a centralized recondition- 
ing plant drawing on all our sales- 
rooms seemed to be indicated 
and it works.” 

How well it works is shown by 
the used car sales and turnover 
records of the Mallon companies. 
In October this year, 225 used 
cars were sold as against 127 in 


bringing 


the same month in 1936. Turnover | 


averages has been lowered from 


25 to 22 days. 
Gets Good Cleansing 
Assembly line technique 
Mallon recon- 
ditioning procedure. A turn-in en- 
ters the plant for a step by step 
beauty treatment. It is first raised 
a wash room where 
chemicalized steam under _ 8:0 
pounds pressure removes all dirt, 
tar and most of the paint from the 


| undercarriage. Not a single inch 


of the chassis, running gear, body, 
floor or underside of fenders es- 
|eapes this cleansing. The unit 
then moves on to an upholstery 
| section where torn fabrics are 
mended or replaced. Rugs receive 
new binding or new rugs are fitted 
if required. 

The next step is a metal work- 
ing department where breaks 
and dents on the body, bent axles, 


|running gear parts and chassis 


channels are repaired. The unit is 
then moved to the cleaning sec- 


| tion of the upholstery department, 


seats and rugs removed, beaten 
and vacumm cleaned before being 
scrubbed with soap and water. 
Side panels, backs of seats and 
head lining come in for the same 
attention. Spots remaining after 


drying are removed with cleaning 


fluid. 
The automobile is next raised on 


completely spray painted with an 
asphaltum base paint. 
then to its final attention in body 
painting rooms for either Duco or 
Proflex finishing. 


Each Car Ticketed 


Control of the plant’s activities | 
friction | 


is governed’ without 
among the service and sales man- 
of the three agencies, 
Holmes explained. About 60 per 
cent of trade-ins are sent to the 
plant, he said, each ticketed by 


the respective agency’s service de- | 


partment with exact instructions 
on operations to be performed or 
omitted. Such decision is a matter 
of careful judgment on the part 
of the agency on how much ad- 


| ditional investment in the vehicle 


Products Co.} 


will be balanced by increased sales 
price, 
good will. 

For his conditioning plant, 
Holmes picked the top floor and 
roof of a factory building equipped 


with ramp and elevator. The roof | 


is no 


It moves | 


customer satisfaction ‘and 


“A CAR IS REBORN,” according to Mallon, of Newark, N. J., when it passes through the used 
car reconditioning plant that services the three Mallon dealerships. Top, once somewhat battered, this 


sedan has been put through the Mallon paces. 


Below, left, a chemicalized steam bath cuts all grease, 


grime and tar from the underbody of the car; center, the upholstery is thoroughly cleaned and vacu- 
umed; right, seats are religiously scrubbed. 


is used for automobile storage the 
whole year, and in summer, water, 
air and electricity connections al- 
low considerable of the renovation 
work to be performed there. 
Holmes expects that in the warm 
seasons the plant will recondition 
500 units monthly. 

The Mallon companies have} 


| been quick to realize the adver-| 
: | tising appeal of their new set-up | 
another lift, wheels removed and | 
the understructure and chassis | 


and are merchandising it actively | 
in newspaper copy. They are suc- | 
ceeding in creating a name value | 
for “Mallon Re-conditioned.” 
Indirect benefits of the plant 
are numerous, Holmes declared, 


| pointing to the fact that the pub- 


licity accruing to it as a part of 
the Mallon organization aids new 
car sales to those with an eye on 
the service ability of the agency. 

“We even made used car sales 
—four of them—at the Newark 
Auto Show,” he said. “Interested 
show-goers who lamented their 
inability to swing the purchase of 
a new automobile at the moment 


| were told of our thorough reno- 


vation of used cars, given a good | 
look at them, topside and bottom, 
and promptly bought." 


Steel Rate Sags 


NEW YORK.—tThe operating rate 
of steel companies was 29.6 per cent 
of capacity for the week beginning 
Nov. 29, compared with 31 per cent 
one week ago, 48.6 one month ago 
and 75.9 a year ago. 


YOu 


October Car Fi inancing U; P 


Over Same Month in 1936 


Special to Automotive Daily Ne 

WASHINGTON. — An almost 9 
per cent increase in the dollar 
volume of retail financing of new 
passenger automobiles in October 
compared with the same month 
last year, is disclosed in statistics 


"ws 


| compiled this week by the Com- 


merce Department. The gain over 
October, 1935, was 49 per cent, ac- 
cording to the preliminary esti- 
mates. The decrease from Sep- 
tember, this year, was 21% per 
cent. 

The aggregate volume for the 
first 10 months of this year was 
1% per cent below the corre- 


sponding period of last year but} 


55 per cent above that of the 
1935 period. The estimates are all 
based upon figures reported to 
the census bureau by a sample 
group of large finance companies 
which have been in continuous 
operation since 1929. They repre- 
sent three-fourths of all automo- 
bile financing. 

Comparison with 


of October 


that month in previous years and | 
| the 


percentage changes from 


Y 


CAN COUNT 


ON THEM 


DIVISION OF BORG-WARNER CORPORATION 


| October, 


| October, 
| October, 
| October, 





| September are shown in the fol- 


lowing tables: 
Comparisons of October, 1937 
with the same Month of Previous 
Years, October, 1937 was 
8.8% higher than October, 
48.6% higher than October, 
50.0% higher than October, 
70.1% higher than October, 
265.8% higher than October, 
99.4% higher than October, 
43.4% higher than October, 1930 
18.4% lower than October, 1929 
September-October Changes 
Percentage Change From 
September 
1937 
1936 
1935 
1934 
1933 
1932 
1931 
1930 
1929 


1936 
1935 
1934 
1933 
1932 
1931 


21.5 
30.3 
17.5 
-12.7 
15.3 
23.3 
22.1 
19.2 
23.1 


October, 
October, 
October, 
October, 
October, 


Business Abroad 
Continues Good, 
Mooney Reports 


NEW YORK.—The business re- 
cession here has not teen felt 
abroad as yet, it was reported this 
week by James D. Mooney, head 
of the export division of General 
Motors Corp., upon his arrival 
from Europe. 

Declaring that GM business in 
foreign markets had increased 25 
per cent over last year, Mooney 
said that continued good business 
abroad would “probably help us 
out of the recession.” 

A scramble for gold, occasioned 
by war fears, Mooney said was 
one of the greatest adverse in- 
fluences in Europe at the present 
time. 


Mills Joins IHC 

OMAHA.—Ted Mills, who has 
been in the automobile business in 
Omaha for the last 10 years, has 
been appointed local zone manager 
for the International Harvester Co., 
according to B. F. Pfaff, manager 
for this territory. 
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Current Trucking Rates Too Low, Survey Shows 





* 
>— 


ATA Gathers Ammunition | Jems | 250,000 Expected 
For Presentation toICG @ A Ge gee = To Visit Leipzig 


Special to Automotive Daily News 
WASHINGTON.—That existing 

trucking rates are insufficient to 

support the increased costs of do- 


ing business as common Carriei’, | 


is the conclusion reached by the 
emergency revenue committee of 
the American Trucking Assns. in 
session here this week. 

The conclusion is based on 
study of several hundred replies 
to questionnaires sent to motor 
earriers throughout the United 
States. It represents the first 
concerted effort on the part of 
the trucking industry to deter- 
mine in terms of dollars and 
cents ‘where it is heading.” 


The primary object of the sur- 
| 


vey was to adduce evidence for 
presentation to the ICC in con- 
nection with the hearings on the 
railroads’ application for in- 
creased rates. Said Earl N. Can- 
non, chairman of the emergency 
committee which was created at 
the recent ATA convention in 
Louisville: 

“There is no doubt that when 
all this information finally is 
analyzed, it will show substantial 
increases in the cost of trucks, 
tires, gasoline, insurance, as well 
as in payrolls. With the trucker’s 
rates in the present unsatisfac- 
tory condition, he has been un- 
able to pass on these additional 
costs and maintain his business 
on a sound basis. The industry is 
in dire need of additional reve- 
nue if it is to maintain the 
standard of transportation serv- 
ice expected of it by the shipping 
public.” 

In the meantime, the ICC 
heard J. J. Pelley, president of 
the Assn. of American Railroads, 
declare that adequate railroad 
revenues would go far toward 
stimulating all industry and em- 
ployment throughout the country. 

“Normally,” said Pelley, “the 
railroads are a_ $1,000,000,000-a- 
year customer of all industry. 
The dollars which railroads spend 
for the thousands of things they 
buy, like the dollars which they 
spend in payrolls, spread over the 
United States and into almost 
every industry. With adequate 


Fryxell Named 
Olds Assistant in 


Charlotte Zone | 


LANSING.—D. E. Ralston, gen- | 
eral sales manager for Olds-| 


mobile, announces appointment 
of C. H. Fryxell, formerly assist- 
ant business management man- 
ager at the home office, as assist- 
ant manager of the Charlotte 
zone, 

Fryxell has an extensive back- 
ground of service with various 
units of General Motors. He 
joined the organization on Jan. 1, 
1929, as a member of the staff of 
the Motor Accounting Co., which 
later became the General Motors 
Management Service Co. 

He served with the business 
management department of the 


Buick-Olds-Pontiac Sales Corp. | 


Fair, March 6-14 


LEIPZIG. — The historic Leip- 

zig Trade Fair will hold its 1,- 

979th session from March 6 to 14. 

To accommodate new _ exhibits 

two halls, with over 200,000 square 

|feet of display space, will be 

ea = : added to the 51 exhibition halls 

oe Pn said, with Za = — — es ey heretofore in use. 

ands of receivers or trustees, « Veg ae 2 The sprin ai 4 in 

our 90080 sale I railroads operat- is => . \w/ “" @ | some 10,000 g nibits ot oua 
70, es. tris ‘ ‘ . 

KLINGLER-FARM TURKEY was the special treat as Pontiac ees a an ee 

held December regional managers meeting this week. Among those ing the United States. An at- 

who broke in the new executive offices and dining room were, left to | tendance of over 250,000 business 

crease in passenger fares in east- | right, D. U. Bathrick, assistant general sales manager in charge of the | men, attracted from 74 countries 

ern territory from two to two/|KEast; C. P. Simpson, general sales manager; T. M. Ray, manager of|in all parts of the world, is as- 

and one-half cents per mile. the Pacific region, and H. J. Klingler, Pontiac general manager. sured. 


revenues we may reasonably ex- 
pect a revival of railroad buying, 
and I know of no greater stimu- 
lus to industry and employment.” 

Pelley asserted that the finan- 
cial condition of the railroads is 
probably worse today than at 
any time in their history. They 
| are completing their seventh lean 


The railroads are seeking a 15 
per cent increase in freight rates, 
with certain maxima and an in- 





oie 


a 


ey 
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ULTIPLEX 


LUBRICATORS 


Here is the latest development in smart, modern lubricating equipment that at- 
tracts the most profitable trade...that provides utmost speed and convenience in 
service...the new ARO Multiplex, portable or stationary, offers the well-known 
and thoroughly tried, dependable ARO “Duplex” and “Simplex” Lubricators in a 
handsome, all-steel combination cabinet with exclusive features which make Multi- 


plex Lubricators outstanding in appearance, practical performance and sound value. 


MAXIMUM SPEED AND [geese co Wet THE VERY FINEST 
CONVENIENCE IN if a IN MATERIALS, WORK- 





and upon its dissolution in 1933, | 
he joined the Oldsmobile organ- 


ization at Lansing. 


Cuban Car Imports 


Show Gain Over 36 


WASHINGTON. Substantial 
improvement in the Cuban market 
for passenger automobiles was 
noted by the commerce depart- 


| 


ment this week in advices from | 


Havana showing increases in im- 
ports. During October 258 units 
were brought into the island re- 
public, compared with 51 units in 
September and 205 in October, 
1936. 

Truck imports during October 
totaled 61 units, against 47 units 
in October of last year. 


CHANGING DRUMS ‘ae | tema MANSHIP, APPEARANCE 


In these new ARO models no at- 
tempt has been made to design 
them down to a low price, but 
rather to produce the finest units 
possible for those who want the 
ultimate in attractiveness, per- 
formance, and sturdy, practical 
construction. Write for descrip- 
tive folder, Form 361. 


To raise cabinet, merely “plug in” 
with your air line; to lower, dis- 
connect air line. No doors to open, 
no panels to remove, no pumping 
units to disconnect and replace, 
no springs, cables, or chains. The 
“four-post lift feature” enables 
you to change drums easily in one 


minute. 


THE ARO EQUIPMENT CORPORATION 
BRYAN, OHIO - U.S.A. 
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Hise Tohues Features Ford Truck Models for ’38 


NEW BEAUTY, INCREASED STAMINA feature the new Ford 
commercial line for 1938. Shown, top, a new addition, the V-8 one-ton 
panel truck; second from top, newly styled V-8 express; third from 
top, 157-inch stake truck, dean of the truck line; bottom, the station 


wagon. 





Car Buying Jump Shown 
In Rural Spending Study 


states, tabulated by the bureau, 
shows income increases speedily 


Special to Automotive Daily News 

WASHINGTON. — Actual _ sta- 
tistics demonstrating the progres- 
sively rapid rate of importance 
assumed by the automobile as 
family income rises were dis- 
closed this week by the bureau 
of home economics of the agri- 
culture department. 


A comprehensive cross-section 
of the spending habits of village 
families in six East Central 


Next time you travel, 
remember — 
In Philadelphia it’s the 


BELLEVUE- 
STRATFORD 
MODERATELY PRICED 
CENTRALLY SITUATED 


“Best Food in Philadelphia” 


Claude H. Bennett, Manager 





reflected in higher expenditures 
for food and clothes but by even 
more marked jumps in the pro- 
portion spent on automobiles. In 
income ranges from $250 to $2,499 
food expenses for wage earners’ 
families jumped from an average 
of $180 to an average of $538; 
clothes from an average of $25 
to $186, but expenses of the fam- 
ily car leaped from an average 
of $14 to $315. 

These tabulations are part of 
the first nation-wide study of how 
American families spend their 
money. The figures were gathered 
in 46 villages of Pennsylvania, 
Ohio, Michigan, Wisconsin, Illinois 
and Iowa, they being regarded 
as representative of village life 
in a vast general farming region. 

“It is interesting to note,” com- 
ments Dr. Louise Stanley, chief 
of the bureau, “that the moment 
he can afford it the American 
villager begins to broaden his 
life by travel in the family car. 
This gives opportunities for va- 
cations and trips to cities which 
tend to develop more varied eco- 
nomic and cultural interests.” 








the 
| The 


| 134-inch 


| years. 
|have greater load space forward 





Expanded »d Line 
Held Company’s 
Most Diversified 


DEARBORN.—A new unit, the 
“one-tonner,” features the 1938 
expanded line of Ford V-8 trucks 
and commercial cars announced 
Tuesday. Aimed at widest possi- 
ble scope in the one-ton field, the 
unit is available in several body 
types. 

The entire range of new 1938 
units includes four wheelbase 
lengths, constituting the most di- 
versified line of trucks and com- 
mercial cars in the company’s 
history. 

A new treatment of the radi- 
ator grille gives the front end a 
more massive, impressive appear- 
ance. This effect is heightened by 
long louvres extending horizon- 
tally along the sides of the hood. 


The hood is hinged at the cowl 
and lifts at the front. It is held 
down securely by a locking de- 
vice which serves also as an at- 
tractive modernistic radiator 
ornament. 


Head Room Upped 


Cab interiors are fully lined 
with embossed veal grain “art 
leather” in two-tone green and 
present an improved appearance. 
Seat cushions and backs are cov- 
ered with the same material. It 
is rubberized and washable. Cab 
doors are better sealed against 
outside weather and cab head- 
room has been increased three 
inches. 


Several changes are noted in 
instrument panel. New, 
easier-to-read figures are _ used. 
instruments have been re- 
styled and regrouped. An ash 
tray is now standard equipment. 
The dispatch box has a new type 
door which permits installation 
of clock and lock. Hardware is of 


|the same type used on standard 
| passenger cars. 


There is a foot- 
for headlight 
an indicator | 


operated switch 
beam control with 


| light on instrument panel. 


A new wheelbase length, the 
chassis, replaces’ the 
131%-inch wheelbase of previous 
This chassis is said to 


of the rear axle and its frame 
dimensions permit easier mount- 
ing of standard and special bodies. 
It is available with platform, 
stake, panel and dump bodies and 
as chassis with cab. As in past 
years, the 157-inch wheelbase 
chassis is available with stake 
and platform bodies and as 


| chassis with cab. 


Bodies Available 
New throughout is the “one- 
tonner.” With wheelbase of 122 
inches, it is especially designed to 
permit wider use of the 60 horse- 


power V-8 engine in truck opera- | 


tions. It is available with panel, 
express, stake and platform bedies 
and as cab and chassis. 


Stake, panel, sedan delivery, 
pickup and station wagon bodies 
are available on the 112-inch 
commercial car chassis. It may 
also be had as cab and chassis. 
Stake, panel and pickup have the 
same front end design as the 
trucks. 

The sedan delivery has the 
front end design of the standard 
passenger car. The station wagon 
which carries the front end of 
the deluxe passenger car has 
safety glass windows all around. 
Windows and the tail gate can be 
locked from the inside which with 
its door locks prevent theft. 

An entirely new type construc- 
tion is used in building the panel 
bodies. New methods for form- 
ing and welding the side panels, 
roof rails and roof panel provide 
greater structural strength. Side 
panels are double sealed at floor 
by felt and sheet rubber. Rear 
doors are hung in a welded one- 
piece channel steel frame. 

Steel panels extend from floor 
to tops of wheel housings and 
protect interior body structure. 


> 


Floor planks are cut with over- 
lapping edges to make a tight 
floor. 

The 134-inch and 122-inch panel 
bodies have the same width and 
height, 55% and 55% inches re- 
spectively. Load length of the 
former is 119% inches and of the 
latter, 107% inches. Door open- 
ings are 46% inches high and 46% 
inches wide. Rear doors are slop- 
ing and sponge rubber sealed. 


Larger advertising panels are 
provided. They start at the door 
post and extend to the rear of 
the body sides. A new body mold- 
ing treatment heightens the 
streamline effect and permits 
more effective use of decorative 





stripes. Load length of the 112- 
inch panel has been increased to 
87% inches, width to 55 inches. 
The height is 51% inches. The 
door opening is 46% inches wide 
and 44 inches high. 


Bridge type construction is 
used in building stake and plat- 
form bodies. Heavy-gage steel 
channel members forming the 
outside framing are riveted to 
steel cross girders attached to 
body sills. The flooring is pro- 
tected by steel skid strips. Stake 


SALES EXECUTIVE 


and 
Business Manager 


Seeking connection with Manu- 
facturer, Large Dealer or Dis- 
| tributor requiring services of 
| capable man with worth while 
background of Wholesale and 
Retail automobile experience. 
Complete details upon request. 
Box 136, Automotive Daily News, 
527 New Center Bidg., Detroit. 








NEW FORD COMMERCIAL LINE, announced this week, is held 
the most diversified in the company’s history. Shown, top, the en- 
larged and strengthened V-8 pick-up; second from top, V-8 panel, 112 
inches long; and below, the sedan delivery. 


sockets are firmly attached to 
both sides of platform frame rails 
by riveting and welding. 

The 134-inch stake and platform 
bodies have load lengths of 106 
and 109% inches respectively and 
widths of 82 and 87 inches re- 
spectively. The hydraulic dump 
truck has one and one-half cubic 
yards capacity. 

Load length of the one-tonner 
platform body is 93% _ inches, 
width, 77% inches. Load length 
of the stake body is 90 inches, 
width 72 inches. Load length of 
the 112-inch stake body is 80 
inches, width 62 inches. 


A new body, the express, makes 
its appearance on the one-ton 
chassis. With a load length of 96 
inches and width of 54 inches, it 
is expected to be particularly use- 
ful as a general utility unit. 


Flareboards on this body are 
rolled at the top edges for added 
strength. They are 22% inches 
high. 

Deluxe equipment for trucks 
available at low extra cost in- 
cludes chrome windshield frame, 
chrome windshield wiper, chrome 
hinge mirror and bracket, chrome 
grille and colored wheels. 


GENERAL MANAGER 
: or 
SALES MANAGER 


A connection in the South or 
Southwest is desired by a man, 
now employed, who has broad 
experience in large retail opera- 
tions; also several years factory 
experience. Results have always 
been satisfactory to employer. 
References from present em- 
ployer and others. Box 139, 
Automotive Daily News, 527 New 
Center Bldg., Detroit. 


@ LINE WANTED 


Automotive Products for 
WEST COAST SALE 


Automotive executive with long record of sales, sales pro- 
motion and advertising with the industry’s leaders is seek- 
ing a product of merit to market on the Pacific Coast. 
Would like to hear from manufacturers who are interested 
in expanding their sales in this territory. Write or wire 
Box 138, Automotive Daily News. 





Roosevelt’s Road Fund Slash Plan Draws lI 
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Congress Believed Ready 


To Balk President’s Move 


(Continued from Page 1) 


will not comply with the 
dential wishes. 

There are numerous factors 
supporting this view. In addition 
to outspoken criticism of the 
plan in congress the time aspect 
will work against Roosevelt. He 
rushed his message to Capitol 
Hill because he knows action 


must be obtained in the compara- 


presi- 


tively few days remaining of the | 


special session. Otherwise, at the 
regular session in January, con- 


gress must automatically provide | 


the money already allotted to the 
states for the next fiscal year. 

The message has been referred 
to senate and house committees, 
whose chairmen are outspoken in 
opposition to the slash. They, 
certainly, will initiate no move- 
ment to report out bills which 
would grant the white house de- 
mands. 

The great motorist organiza- 
tions roundly condemn the pro- 
posed reduction. Says Thomas P. 
Henry, president of the American 
Automobile Assn.: 


Rockwells Urge 
More Pretentious 


U.S. Truck Show 


DETROIT. — Returning from a 


tour of European motor shows | 


and industrial centers, Willard F. 
Rockwell, president. and Walter 


F. Rockwell, vice-president, of the | 


Timken-Detroit Axle Co., urge a 
more comprehensive 
truck show in this country. 
While abroad the Rockwells at- 
tended the 31st annual 
bile exhibition, the 


and the Paris automobile show. 
With these international shows 
as a background they visited the 
national motor truck show 
Newark where they were able to 
make a number of _ interesting 
comparisons between the Newark 
and English commercial motor 
shows. They indicated that while 
the London show was on a much 


larger scale, they felt the advance- | 
ments in commercial vehicle de- | 


sign in this country as compared 
to overseas would, in the future, 
warrant a more pretentious show 
here in a larger hall. 

The London commercial motor 
show utilizes as much space as 
the American national car show, 
the executives said. 


national | 


automo- | 
commercial | 
motor show, Earls Court, London, 


in | 


“The President’s recommenda- 
tion is, to say the least, ill- 
advised. This proposal comes at 
a time when motor deaths are at 
|}an all-time peak, in large part 
|due to inadequate highways, and 
at a time when progress was just 


| beginning in the task of building | 
| highways up to the standards de- | 


manded by present-day traffic.” 


An ominous 
|safety is likewise discerned by 
|the Keystone Automobile Club, 
which declares the whole na- 
tional safety movement is 
periled. 


pends to a very large extent upon 
modern roads adapted to modern 
motoring conditions. Safety is 
impossible without good highways 
and these cannot be obtained 
without funds.” 


national budget means 


Road _ Builders’ 
out that the 


Assn. 
reduction 


Pointing 
would 


| depression levels, ARBA said: 


“The road system is at present 
painfully inadequate to meet the 
demands of modern traffic. Its 
deficiencies were responsible for 
a large proportion of the 37,800 
deaths in traffic accidents last 
year.” 
| In the meantime any weaken- 
|ing of congress’ apparent resist- 
ance to the white house will be 
;counteracted by more _ protests 


| 





|realizes that success of the 
Roosevelt ideas would mean a 
double chopping of highway 
funds. This is because 
| must match federal funds dollar 
for dollar. Thus if Washington 
grants are reduced, state appro- 
priations will be cut down to the 
same extent. 

Asserting “definite steps” are 
necessary to balance the national 
budget, Roosevelt proposed in his 
special message: 

i] Cancellation of the $214,000,- 
000 apportionment authorized 

for distribution among the states 

during the next fiscal year. 


») Spreading over the next two | 


|“ fiscal years a $200,000,000 ap- 
|propriation balance 
| for the current fiscal year. 
\:3 A limit of $125,000,000 an- 
| nually on all public road au- 


threat to traffic | 


im- | 


>| 


“It should be perfectly obvious,” | 
Keystone asserts, “that safety de- | 


program,” declares the American | 


plunge road construction to pre- | 


from affected interests. These are | 
| Sure to increase when the nation | 


states | 


authorized | 


'ADN Production 


: 
| Fstimate 


| 


Despite adop- 
tion of a four- 
day week by 
most plants, 
ear and truck 
production the 
current week 
rose to 92,700 
units, accord- 
ing to ADN es- 
timates. While 
this total is 
consider- 
ably under the 
107,790 jobs 
turned out in 
the same week 
a year ago, it 
is about 30,000 
units above the 


17 
re 


Passenger Car Registrations 


**Ten Months Total, 


Oct. Oct. 
(All States) Pos 


36,295 
46,317 | 
24,456 | | 


16,796 
| 


Ford 
Chevrolet 
Plymouth 
Dodge 
Pontiac ; .. 18,831 
Buick .. se 15,949 
Oldsmobile 10,823 
Packard 5,556 
Hudson 4$,.295 
| Chrysler 6,948 
| De Soto 1,834 
Nash Sn 3,320 
Studebaker 4,809 
Willvs 3,091 
| Cad.-LaSalle 2,725 
| Lincoln 1,343 
| Graham 
Auburn-Cord 
| Pierce-Arrow 
Misc. 
TOTAL 


*TLoss 


2] 
l 
1 
| 


lt 
laa 
l1é 
i] 
i 
|] 
50 (1 
3 118 


To Date 

719,012 
661,844 
$11,890 


189,304 
171,201 


167,776 


+3,104,734 | 


1937-1936 
1937 
Pos. 


1936 
Pos. 


Unit 
Gain 
61,506 
124,771* 
1,688 
22,945 
49,732 
48,194. 
13,604 
30,280 
1,619 
32,809 
29,235 
28,658 
6,023 
36,028 
17,400 
9,975 
1,305* 
1,510* 
531* 
7,178* 
251,158 


1936 
To Date 
657,506 
786,615 
$10,202 
206,281 
139,572 
123,007 
154,172 | ! 
54,286 | 
$2,355 | 
16,378 
35,924 
34,668 
56,230 
10,742 
17,933 |1 
11,805 
13,901 

2,749 

687 {19| 

8,387 | 

| 2,853,395 | 


1937 


84,566 
80,736 | 
79,187 
65,159 | 
63,326 | 
62,253 
16,770 
35,333 
21,780 | 
12,596 |17| 
1,239 |18 
156 |19 


1,209 | 


61,590 units as- | **Wisconsin Jwy, Aug., Sept., Oct. estimated 


holiday - short- 
ened week last 
week. 

Most of the 
gain this week 
is credited to 
Ford, which 
speeded opera- 


| = sembled in the 


“This step toward a balanced | 
a com- | 
plete unbalancing of the highway | 


Chevrolet, 
Buick and 
Graham 
tinued at peak 
operations. 


and after 
(compared to a 


|thorizations for 
| 1940 fiscal year 


| total of $238,000,000 each for 1938 | 


} and 1939). 

A. Revision of the federal-aid 
highway law to eliminate 

| requirement that the federal gov- 


| ernment apportion to the various | 


| states the annual amount author- 
|ized for appropriation. 

| In the meantime an avalanche 
|of written and telegraphed pro- | 
| tests is descending upon Wash- 
|ington. Congress is being force- 
fully reminded that many states 
|mapped their road improvement | 
|programs for two years when 
| their legislatures met last year 
jand that, consequently, a cut in 
the federal-aid funds would inter- | 
fere seriously with, if not alto- 
gether wreck, their efforts. 

| 

| New AAA Club Opens 
MIAMI, Fla.—The South Florida 
| Motor Club, a new Florida division 
of the American Automobile Assn., 
|} has been opened at 1331-1333 Bis- | 
|cayne Blvd. here. The new club 
will be under direction of Donald A. 
Patterson. 


con- | 


the 


a | 


+Includes 171 Hupmobiles 


Helwig to Head Pontiae’s 


~ School for District Managers 


| PONTIAC.—A department for | timate knowledge of every phase 


tions to near|the instruction of district man- | of retail selling, and who can size 
the 20,000 mark. | agers has just been added to the | 


up a dealer situation accurately 


merchandising|and be of greater assistance in 


curriculum 


of|helping dealers 


organize their 


the Pontiac Mo-| businesses properly. 


tor division, 
was 
by C. 
son, 
sales manager. 
Norman G. 


P. Simp- 


general} 


it | 
announced | 


Men just employed for district 
manager positions and men who 
have been on the job less than 
six months will be the first to 


|eome to Pontiac for instruction,“ 


Helwig, who has | 


been associated 
4 Motors for 
N. G. Helwig years, will have 


charge of work. | 


Complete instruction and train- 


General | 
10 | 


| 
| 
| 
| 
| 


ing in all phases of the Pontiac | 


| merchandising policy will be pro- 


vided for new men coming into 
the company -as district man- 
agers. Present district managers, 
of whom there are 150, also will 
come to the central office in 
groups to receive the instruction. 

Helwig comes to his new as- 
signment from the midwest region 
of the company where he headed 
the business management de- 
partment. 

In speaking of the establish- 
ment of this new department, 
Simpson pointed out that, with 
the ever increasing competitive 
nature of the automobile busi- 
ness, there is greater need each 
year for men to contact dealers 
in the territory who have an in- 


New Passenger Car Registrations, 2 States for November, 1937-1936 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 
Complete cumulative figures appear each week until all 48 states are shown. States appearing today are shown for the first time 


STATES 


"37 
"36 
°37 
*36 
"37 
"36 


Delaware 


North Dakota 
Total, 2 States 


for November 


~ *Total to Date 
"36 


STATES 


Delaware 


"37 | 
"36 | 


CHRYSLER GROUP 


6| 
13 

8| 

7| 
4 
20 


14| 
2| 
12) 


5 


26) 65 
7 43] 


27| 
19| 
24 
24 


69| 
93| 
81 
78 
150 
171| 


139 
114 
255 
241 


°37| 79201| 65185 229291/412040/785717 | 719153|21791|740944 171312) 
46398) 35931|/206324/410373/699026 | 657686|11842/669504 


1 
14/ 


FORD GROUP 


116] 
127] 


42 
73 
110 
120 
152 
193 


82) 

74 

29) 

14| 

111| | 
88] 6| 


37 
66 
104| 
114 
141 
180} 1 


123095] 





North Dakota __ 37 


36 


26) 
1] 


9950|662316| 25406|167861| 
9419|787012 


*Wisconsin Estimate Included 


GENERAL MOTORS GROUP 


387 
351 


40 
47| 
37| 
12| 
77| 
59| 


180 
204| 
292) 
193} 
472| 
397) 


221 
768 


6| 572 


9526) 154188) 


589 
615 
693 
487 


i] 
| 3 


3 
2! 





Total, 2 States 
for November 


*Total to Date 


37 
36 
37 
36 


4 

1 

27 3 
25) 5 
67541! 13225) 
64921) 81814 


1096 
1036| 


9 


171| 63344 
84677 


1346] 12596) 


2749] 13903) 5432 


35 
84599] 156 Saaviiseisines 3106016 


1282 
1102 


8) 


2| 


| 16) 
17| 


| 


1| 687/56237|10744'8393 2854814 


| district 


| 





Then the training will work back 
through the ranks of the older 
men until every district manager 
on the payroll will have been 
reached. 

The course will cover two 
weeks. It will deal in facts about 
General Motors; Pontiac’s rela- 
tionship to General Motors; the 


'central office personnel and the 


functions of the various members 


‘of the field organization; organi- 


| zation, 


distribution, advertising 
and publicity and customer rela- 
tions; functions and duties of a 
manager; and a discus- 
sion of dealers’ business manage- 
ment; sales promotion; distribu- 
tion; service and parts and 
accessories. 


hawi4asa 


STAINLESS” 
HUB TRIM .. 


TO FEATURE 1938 CARS 


| Longer wheelbases, coupled with 
|forward shifting of power plants 


have produced long and gracefully 


| pointed hoods on the new 1938 
|cars. New fenders complete the 


picture and as a part of the eye- 


| appeal of the new styling are full 


sized wheel trim hub caps whose 


381 | gleaming surfaces carry the name 


of the car in color. These trim 
hub caps are one-piece stampings 
of light-gage stainless steel of the 


189381|1226226 | familiar 18-8 (18 per cent chro- 
139631/1222871 |mium—8 per cent Nickel) alloy. 


| Their lasting resistance to Corros 


sion recommends Nickel alloys of 


‘this type for wheel trim material 
| where eye-appeal is of such great 
| importance and the 18-8 type com- 
| position is selec 


S 


ted by engineers 
wherever deep 
drawing charace 
teristics are de- 
sired. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Wall Street Sees Outlook Definitely 


Car Production 
Closely Watched 
As a Barometer 


ALEXANDER 
Wall St. Correspondent, ADN 

NEW YORK. Wall Street at 
this time is centering its chief in- 
terest on the efforts being made 
by the government and some of 
the business leaders of the coun- 
try to effect co-operation between 
industry and government in work- 
ing out of the current business re- 
cession. 

Although nothing in the way of 
a real spur to business from this 
source is expected in the Street 
until well into the next year, the 
view is held that the long term) 
outlook has definitely improved | 
as a result of the efforts now be- 
ing made. 

In the meantime, the automo-| 
bile industry still is being looked | 
to to provide any upturn in op-| 
erations over the near future, al- | 
though Christmas retail trade is 
believed likely to provide some 
support for business during the 
remainder of the year. 

The effect of announcement of | 
new models by Ford, and the ex-| 
pected beginning of volume opera- | 
tions by this company, are being | 
watched with a great deal of in- 


ay C. J. 


Financing Rises 
17.2% in Canada 
During October 


Special to Automotive Dai Vcx 

MONTREAL.—More motor ve- 
hicles were bought on time in 
October than in the same month 
last year, the dominion bureau of 
Statistics reports. Financed ve- 
hicles reached 10,369, valued at 
$4,292,459, an increase of 17.2 per 
cent in number and 30.4 per cent 
in financed value, compared with 
8,849 vehicles valued at $3,292,867 
a year ago. 

In the first ten months of this | 
year 157,457 vehicles were financed 
for $66,714,436, a gain of 28.8 per) 
cent in number and 37.2 per cent 
in amount compared with Oc- 
tober, 1936, when totals were! 
122,283 and $48,622,723. 

All provinces showed increases 
in October over the same month) 
last year. The October figures | 
with corresponding figures for'| 
October, 1936, in parentheses: | 
Maritime Provinces 699 cars at| 
$266,425 (555 at $189,421); Quebec 
1,557 at $727,098 (1,309 at $574,420): | 
Ontario 5,106 at $2,042,015 (4,288 at | 
$1,474,754); Manitoba and Sas- 
katchewan 1,166 at $454,786 (1,086 
at $386,542); Alberta 972 at $418,- 
744 (780 at $325,501); British 
Columbia 869 at $383,391 (831 at| 
$342,229). | 


Thompson Products Nets 


Quarterly of $135,577 

CLEVELAND. Thompson 
Products reports for the quarter 
ended Sept. 30 a net profit of 
$135,577, including all charges but 
surtax, equivalent after dividend 
requirements on 9,600 share of 
preferred stock to 42 cents a 
share on 293,290 shares of no par 
common. 

The figure compares’ with 
$459,774 in preceding quarter and 
$60,349 in the same quarter last 
year. Nine months profit is $879, 
581, equal to $2.87 a share on| 
common stock, against $634,408, 
or $2.11, for the same period last | 
year. 
Stock Changed | 

BENTON HARBOR, Mich.—The | 
Benton Harbor Malleable Industries | 
has changed its capital structure 


from 60,000 shares of no par value 
stock to $180,000 in common. 


Dividend Set 
DETROIT.—The United Special- | 
ties Co. has declared a dividend of 
35 cents per share on common stock, | 
payable Dec. 24 to stockholders of | 
record Dec. 14. 


terest. The production figures for 
the industry over the next few 
weeks will attract more than 
usual attention for this reason. 

Prices of automotive securities 
in the stock markets have fol- 
lowed an irregular trend during 
the past week, This was not sur- 
prising in view of the day-to-day 
revision of estimates regarding 
the length of time it would take 
for the co-operative efforts to 
catch hold sufficiently to be felt 
in business activity. 

The ADWN stock price averages 
for Dec. 1 compared as follows 
with the week preceding and the 
like week of last year: 

Last T Ye 
Week Week Change Ago 


4 Motors 9.66 24.47 +1.81 51.24 


Car-Truck 1.1.89 53.32 
) Parts-Access. 2 $1.25 46.10 
i Tire-Rubbers I! 21.08 +-1.89 34.48 

The tire and rubber stocks, 
making the largest increase per- 
centagewise, were aided by the 


19 


) 


1 
Ll 


action of the international rubber | 


group at its London meeting in 
reducing the first quarter pro- 
duction quota in 1938 to 70 per 
cent. This was a pleasant sur- 
prise, it having been expected in 
most quarters that the 


cent. 

There also have been in the last 
week encouraging statements 
with respect to the outlook for 
the inventory position of the rub- 
ber trade. 


| Dividend Is Declared 
By Waukesha Motor | 


The Wau-| 


kesha Motor Co. has voted pay-| 
regular quarterly | 


WAUKESHA, Wis. 


ment of the 
dividend of 25 cents per share, 
payable Jan. 3, on the $5.00 par 
common stock. The dividend will 
be paid to stockholders of record 
at the close of business Dec. 15. 
The treasurer’s report for the 
first quarter of 
fiscal year shows earnings as of 
Oct. 31, 1937, closing the first 
quarter, at $152,479 after reserve 
for taxes, equivalent to 38 cents 


per share on the 400,000 shares of | 


common stock. 


“Fourth Dimension,” a _ regular 
feature of ADN, presents a digest of 
automotive advertising news. 


ar 


GM’s Withdrawal Leaves 


quota | 
would not be cut to below 75 per! 


dustry. 





|} has been under examination by a 


| between 


the company’s | 
| Milwaukee proceedings have been 


|} adjourned until Dec. 13. 








evident 


tinue to be bought. 





Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Friday, Dec. 3 (3: 
in automotive stocks today, with Chrysler up 
more than two points during the trading session. General 
Motors rose more than a point, Both tapered off some- 
what before the close; however, the rubber shares con- 


32 p. m.)—Strength still was 





Finance Cases Stalemated 


WASHINGTON. - 
tion efforts to settle out of court | 


mobile manufacturers in the fi- 
nancing of retail sales, came to a 
dead halt this week. The impasse 
was reached when General Motors 
representatives withdrew entirely 
from the negotiations whereby the 
Department of Justice had hoped 
the manufacturers would agree to} 
a consent decree divorcing them 
from the financing end of the in- 


The Ford Motor Co. and the 
Chrysler Corp. are the other com- 
panies named in complaints that 
the manufacturers compel dealers 
to do their financing through their 
finance corporations, The evidence 


federal grand jury at Milwaukee 
but, because of negotiations here | 
representatives of the 
manufacturers and Attorney Gen- 
eral Cummings and his aides, the 





Declination of General Motors 
to continue negotiations is inter- 
preted here as meaning the cor- 
poration intends to defend itself 


|in the courts, if the government 
|attempts to prosecute for alleged 


violation of the anti-trust laws. 
General Motors’ withdrawal from 


the parleys also has made Ford 


Administra- | 


and Chrysler representatives re- 


| government allegations of unfair|luctant to enter into any sort of 
| business practices by major auto- 


agreement which would place 
them at a competitive disadvan- 
tage in the event of a General 
Motors victory in the courts. 

In the meantime, Cummings is 
seeking to settle out of court 
monopoly charges lodged against 
major oil companies but there is 
no indication of success. There is 
mounting evidence that the gov- 
ernment is anxious to put a gen- 
eral policy of consent decrees into 
effect to avoid what would prob- 
ably be years of litigation if the 
administration’s anti-trust cru- 
sade should reach the court stage. 


Youngstown S & T Cuts 


Quarterly Dividend 
YOUNGSTOWN, O. — Youngs- 


town Sheet & Tube Monday cut! 


its quarterly dividend rate from 
$1 a share on common stock to 75 
cents per share. Dividend is pay- 
able Dec. 20 to stock of record 
Dec. 9. 

The company also declared a 
dividend of $1.37% on preferred 
stock, payable Jan. 1 to stock of 
record Dec. 9. 


ADN’s editorials present an au- 
thentic interpretation of news vital 
to the industry. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, DECEMBER 3, 1937 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


NEW YORK 


Allis Chalmers Mfg. 
American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 
Beth. Steel 

Bohn A. & B. 
Borg-Warner 

Briggs Mfg. ...... 
Budd Mfg. Co., E. 
Budd Wheel Co. . 
Chic. Yellow Cab (1) . 
Chrysler oe inten 'ehh 
Clark Equip. 

Cleveland Gr. 

Collins & Aikman 

Com. Credit 
Commercial Inv. T. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 

Federal Motor 

Firestone T. & R. 
General Elec. 

General Motors 
Glidden 

Goodrich, B. F. 
Goodyear T. & R. 
Graham-Paige 

Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 

Hupp Motor 

Inter. Harvester 

Johns- Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B. 
Lee Rubber & Tire 
Libbey-Owens-Ford Glass 





1937 
High 


oo 
Dec. 3 Nov. 26 


Low 
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Economic Scene 
In Canada Held 
Generally Bright 


cial to Automotive Daily News 

MONTREAL. There is little 
reason to believe that the present 
| business pessimism in the United 
States, if short-lived, will ma- 
terially affect Canada, M. S. 
Brooks, vice-president and general 
manager of the Studebaker Corp. 
of Canada, stated during an inter- 
view here. He expressed the 
opinion that economic conditions 
in Canada were on the whole 
satisfactory. 
| Brooks, who is here in connec- 
tion with the exhibition of the 
1938 Studebakers now going on in 
a Montreal departmental store, 
| believed that his company’s busi- 
iness would be at least equal this 
season to 1937, which he said was 
the most successful year since 
1928. In the Quebec area sales this 
|month were already 100 per cent 
labove last November, and the 
| prospect throughout Eastern Can- 
ada was good. The sales of cars 
in the rural districts indicated 
that farm purchasing power was 
increasing proportionately, he 
added. 

The automotive industry’s an- 
nouncement of price increases 
ithis year, he said, was due not 
lonly to higher labor and raw ma- 
terial costs, but also to the in- 
‘clusion of features on the standard 
models which a year ago could 
only be installed at additional 
leost. Studebaker’s new “vacuum 
‘gear shift” and wider bodies he 
|expected will be met with public 
approval. 

Brooks said that he looked for 
an increase in business in Mani- 
toba and Alberta, with perhaps a 
|slight recession in British Colum- 
bia as a result of the falling off 
of the province’s lumber export 
trade, caused by the prevailing 
|high freight rates on the Pacific. 
In Quebec, Studebaker secured a 
lgreater percentage of total cars 
‘sold than elsewhere in the do- 
minion, he said. 


Truck Loadings 
Rise in October 


WASHINGTON. — The volume 
of freight moved by motor truck 
during October was 2.78 per cent 
greater than that of the same 
month last year, but 4.28 per cent 
less than September, according 
to statistics made public by the 
American Trucking Assn. this 
week. 

Comparable reports filed with 
ATA by 130 motor carriers in 28 
states and the District of Co- 
lumbia show an aggregate of 
493,465 tons moved in October, 
compared with 515,578 in Sep- 
tember and 480,102 tons in Oc- 
tober, 1936. Seasonal fluctuations, 
plant shutdowns and labor dis- 
turbances were found the chief 
reasons for the decline from 
September. 

Truck transportation of auto- 
mobiles was 40 per cent greater 
in October than a year before 
and 36 per cent higher than in 
September. 





| 
| 


| 
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Court Suspends Mich. 
Trade Act in Detroit 

DETROIT.—Enforcement of the 
new Michigan fair trade law in 
the Detroit area was suspended 
this week by a restraining order 
granted the Argus Oil Co., owner 
of four retail gasoline outlets 
here. 

The law prohibits selling petro- 
leum products or baked goods at 
less than cost “with intent to de- 
stroy the business of a competi- 
tor,” and bans premiums and se- 
cret rebates. 





“Fourth Dimension,” a _ regular 
feature of ADN, presents a digest of 
automotive advertising news, 
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column is Tex Simpson, Pontiac’s 
sales chief, who always keeps his 
weather eye on the used car lots 
and who believes that the main 
thorn in the side of the salesman 
is the high price of trade-ins and 
whose crystal ball shows him that 
expensive used cars are solidify- 
ing too much of what should be 
the dealers’ liquid assets; it 
really was the talk I had with 
Simpson on a visit to the factory 
Tuesday of this week that gave 
me the inspiration for this par- 
ticular column. I think he has 
given me figures that provide 


food for thought. With him one | 
the | 


of the monkey wrenches is 
high priced used cars, the sale of 
which seems to be hampered by 
the competition of low priced new 
cars. 
4 * * 

“REGISTRATION figures for 
the past six years tell the story,” 
Simpson pointed out to me. “Your 
ADN table re- 
veals that of 
all the new cars 
registered dur- 
ing the past six 
years, from 1932 
through 1937 in- 
clusive, more 
than 70 per 
cent of the total 
were titled in 
the past three 
years. In the 
first three of 
those six years, 
1932 through 1934, only 29.9 per 
cent of the six-year total were 
registered. 


“The figures simply mean that 


C. P. Simpson 


the 29.9 per cent are now in the | 


hands of their second or third 


owners — people who never buy | 


new cars. Those models more 


than three years old are no longer | 


a problem for the dealer. 
“He is, however, now being of- 
fered the 70 per cent, those new 


from 1935 on, all of them com-| 


paratively high priced. They rep- 


resent probably as high as 90 per | 
cent of the market value of all | 


cars built in the past six years. 
* * x 
“OF THE NEW cars registered 
in those six years, 19.6 per cent 


were titled in 1935, 24 per cent in | 


1936, and 26.5 per cent so far in 
1937. These volume-year cars are 
now coming from their original 
owners to the dealer for trade, and 


x ~ 
> 


A 


o 
te 


the dealer will have to fit his 
selling plans to this type of mer- 
chandise. 

“He will have to 
mind to face this situation be- 
cause there is no relief in sight 
for at least the next year or two. 
Trade-ins from the recent heavy- 
volume years will have to be 
handled if the dealer expects to 
do a satisfactory new car busi- 
ness. 

“Because these trade-ins are 
high priced, he will have to adopt 
some of his new car selling 
technique to the high grade used 
car. He will have to dig up used 
car prospects from a higher in- 
come group than in the past. 

“In the instance of Pontiac 


make up his 


not having paid off the first one. 
‘No!’ said the money lender, in 
the best banker manner. 


| can’t have another loan until you 


meet your original obligation. 


| Why didn’t you sell some of those 


fat hogs, bring in the money and 
pay off your past due note, and 
thus. re-establish your credit? 
Then I could have given you an- 
other loan today. As it is, I 
can’t.’ 

“*You got a funny notion,’ the 
farmer told him. ‘Everything I 
ever heard about farming, an’ 
every book I ever read about it, 
says you got to have hogs to run 
a farm. So I bought them hogs, 
an’ I’ve had ’em around a long 
time. I know them an’ they know 
me. I 
understand me. So why the hell 
should I be buying and 
all the time?’” 

# * 


THE COLUMN’S FLAG is at 


| half mast again. Davison Brown 


dealers, and others handling cars | 


above the lowest price 
they will find many logical pros- 
pects for their used cars among 


the people who normally buy the | *T! ; r 
| this big business of ours. 


very low-priced new cars. 
“We once thought of used cars 


Today, however, with late model 
used cars to move, we have to 
think of them as also having 
style and safety and economy 
appeal, as well as transportation 
at lower cost than new cars. We 
will have to elevate our used car 
selling procedure closer to that 
employed in selling new cars. 

“There is nothing new about the 
present high used car trading 
ratio. We have had it before and 
got through it all right. We will 
get through it all right again 
simply by changing our selling 
technique to meet the changed 
condition.” 

“KEEP YQUR used car mov- 
ing,” I heard Tex Simpson, Pontiac 
sales chief, tell a group of his 
dealers recently. “Don’t let them 
| stick around until you develop 
such an affection for them you 
hate to see them go. Some auto- 
mobile dealers operate like a 
farmer who owed money to his 
bank much too long, and couldn’t, 
or at least wouldn’t, pay off the 
| note. So one day the banker drove 
|out to the farm and, without the 
| farmer’s knowledge, nosed around 
| looking for recoverable assets. 
“One of the first things he saw 
| was a bunch of fat hogs running 
|around in the barnyard. In a 
|few days the farmer returned to 
| the bank for another loan, still 





ENJOYrne ROMANCE 


OF THE TROPICS 
IN THE FAMOUS 


si 


DINE - DANCE - ROMANCE 


"Ti 


N YOUR NEXT TRIP to New York, be sure to visit the 


famous Hawaiian Room. . 


. Manhattan's most unique din- 


ing and dancing rendezvous. A romantic setting, authentic in 
every detail. Here you will see a tropical hurricane with light- 
ning and thunder that has “taken the town by storm.” Dancing 
nightly to Hawaiian music with native songs and dances for 


your entertainment. 


A New Spirit of Personalized Service... 


The Hotel Lexington has 
long been the favorite of 
experienced travelers, but 
these and many others now 


find here a new spirit of per- 


sonalized service. You also will 


we 


— find your stay more pleas- 
ant. 801 cheery rooms, 
each with full length mir- 
rors, circulating ice water, 
radio and combination tub 


and showers. Rates from $3.50 


HLOTEL LEXINGTON, 


LEXINGTON AVE. AT 48th ST. NEW YORK 


Charles E. Rochester 


Managing Director 


range, | 


| 
| 


as being primarily transportation. | 


| 
| 
| 


is dead. Another veteran has 
passed along and there is another 
missing in the rapidly thinning 
ranks of the old timers who con- 
tributed so much to building up 
Davy 
didn’t build or sell cars or ac- 
cessories. The part he played was 
in the automobile advertising 
field. For more than a 


the New York Journal and 


|late years he has been on the 


| respects. 


| tacked him 


| niversary 


staff of Rodney Boone's 
International, looking after the 
Journal’s interests. 
few advertising solicitors in the 
automobile line who walked the 
beat so long as did Davy. 
knew practically every one 
the industry’s who’s who 


of 
and 


| they all liked him. 


I saw Davy for the last time 
during the New York show. 
got out of a sick bed to drop in 
at the Pontiac press party, stay- 
ing only long enough to pay his 
He looked miserable 
then and he 
long after 


that pneumonia at- 


He was 65 years of age. 
Es * * 


A CHICAGOAN and two former 
Chicagoans had a reunion at the 
Recess club in Detroit on Fri- 
day, Nov. 26, the occasion being 
the celebration of the third an- 
of the Chicago Trib- 
une’s Detroit office. The host 
was Wallace E. Bates, head of 
said office, the guest of honor 
was his father, Enos A. Bates of 


Chicago, and the hanger-on the | 


conductor of the column, who 
also happens to be Chicago bred. 
Jointly, we also celebrated the 
moving of Bates’ office to Room 


| 5-265, General Motors building. 





The occasion for the reunion 
was the fact that the Greater 
Bates had come to Detroit to 
Thanksgiving with the Lesser 
Bates and the conductor came 
into the picture because way 
back when he was entitled to call 
the Greater Bates by his first 
name, the Greater Bates then be- 
ing sales manager of Rayfield 
Carburetor—that was from 1904 
to 1915—and this typewriting ex- 
pert being editor of Motor Age, 
then the outstanding trade paper 


of the industry. Now the Greater | 


in another line with a 
paper maker, 
into the company 


Bates is 
Chicago 
brought 


a wet-proof type of paper which 
defies moisture and _ the 
while the Lesser Bates 
cessfully spreading the gospel re- 


garding the w.g.n. throughout the 
| motor capital. 


a co * 

DURING THE show rush Jim 
Adams’ book, “More Power to 
Advertising,” published by Harper 
& Bros., came on 
the market. Jim, 
you know, is the 
Adams of Mac- 
manus, John & 
Adams, Inc., the 
advertising 
agency which 
serves both Pon- 
tiac and Cadillac 
among others. 
Naturally, it was 
impossible for 
the column to J. R. Adams 
tackle a review- 


ing job at the time, but now that 


understand them an’ they | : 
y | entirely 


selling | 


quarter | 
century he specialized on this for | 
of | 


Hearst | 


I know of | 


He | 


He | 


IHC Will Spend $1,000,000 


‘You | 


On Tractor Plant Addition 


Special to Automotive Daily News 
CHICAGO.—Erection of a large 
addition to the International Har- 
vester Co.’s tractor works here, 
expected to be completed by May 
1, is announced. The addition, 
with buildings and equipment, 
will cost in excess of $1,000,000. 
The construction job, now under 
way, when completed will make 
the company’s Chicago tractor 
works one of the world’s largest 
tractor manufacturing plants. 
The addition will be devoted 
to the production of 
IHC’s line of crawler-type trac- 


|the conductor’s blood pressure is 


| back to normal the urge comes to | 
Jim Adams | 


| give the devil his due 
has written something worth 
only the men who create the ad- 
vertising copy and place it but 
also the clients who foot the bills, 
|for there’s plenty of meat in the 
|philosophy of the sage from 
South Bend (that’s where he 
started as a newspaper man and 
the newspaper field is one of the 
blood streams of the advertising 
| business) who writes sanely and 
| interestingly on his subject. 
e * . 

PRAISING the book in general, 
| the conductor’s interest in it cen- 
ters on the chapter, “Advertising 
Needs Older Men,” which makes 
a lot of sense to him, mebbe be- 
cause his locks are gray (a perma- 
nent) he has a watermelon front 
for a radiator grille and his 
joints squeak a bit. Even with 
these handicaps he feels Adams 
talks or rather writes sense when 





was, for it was not} 
| score years and 15, he (the adver- 
and carried him off. | 


having | 
a | 
formula for the manufacture of | 


like, | 
is suc- | 


he says: 
“But up until he reaches three 


tising veteran) ought to be 
| brighter—advertisingly speaking— 
|than any man behind him 
|years and experience. Kids may 
be brilliant, but kids are never 
wise. Wisdom, in any line of en- 
deavor, is a product of years. 
That’s why so much advertising 
|is clever but unsound. The kids 
|are doing too much of it; 
they are doing it without an older 
|eye to watch and an older head 
|to counsel. 

“Advertising needs the young- 
|sters. They bring an exuberance 
jand a spontaneity that give life 
j}and spirit to printed salesman- 
|ship. Without them, advertising 
would be dull and uninspired. But 


while, a textbook, mebbe, for not | : 
| says the veteran, to hold his place 


in | 


and | 





tors. This line of tractors, known 
as TracTracTors, is used in both 
agriculture and industry. Five 
different size models will be pro- 
duced in the enlarged plant, in- 
cluding two models powered by 
diesel motors. The diesel engines 
will continue to be made in the 
Milwaukee plants. 

A one-story building of saw- 
tooth design, with brick and steel 
walls and gypsum roof, the new 
structure will add 240,000 square 
feet of floor space, bringing the 
total floor space of the plant to 
1,400,000 square feet. 


advertising needs the oldster even 


more. 
* * * 

ADAMS PUTS a most impor- 

tant ‘“‘but” into his theorizing. He 


in line must keep up with the 
parade in his thinking and writ- 
ing, not outmoded by living too 
much in the past. No matter if, 
young or old, an advertising man 
is out of step and style, he just 
isn’t an advertising man any more. 
A veteran on his toes is invalu- 
able in advertising work, for his 
experience and council, if for 
nothing else. Usually, however, 
such a man has other points that 
should keep him on the payroll 
for his three score years and 15. 
* +. * 

RECOMMENDED to the old boy 
in the corner office, who has to 
be sold on the value of printer’s 
ink. Really, if the clients will read 
the Adams book, they will have a 
clearer knowledge of the art of 
advertising and better understand 
the analyzation of the advertising 
agencies and what all the shoot- 
ing is about. They will get more 
out of the book than the adver- 
tising fraternity, which is saying 
a lot. 
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rienced world 
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hotels, outstanding 


given top ranking. 


THE CREAM AT THE TOP 


... Real quality identifies itself. 


Whether it be cream, or men, or 


performance is 


Few hotels in 


the world hold as prominent 


a place as the Stevens. To expe- 


travelers, “The 


Stevens” represents the cream of 


American hospitality, a tradition 


of excellence without extravagance. 


OTTO K. EITEL, Managing Director 


sill 


ing 


Room, with Bath, from $3 
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HERE are no long white whiskers in 
I evidence in Buick’s engineering 
department. 


But ask any Buick dealer and he'll tell 
you there must be some Santa Clauses 
somewhere in this outfit. 


Complete with DyNnArFLasu engine, ToRQUE- 
Free SpriNGING, and all standard accessories, 
these models deliver at Flint, Mich. at these 
prices: Buick Speciat business coupe, $945; 
Buick Srecia 4-door touring sedan, $1047; 
Century 4-door touring sedan, $1297; Roap- 
MASTER 4-door touring sedan, $1645; Limitep 
8-passenger sedan, $2350. Special acces- 

sories, local taxes if any and freight extra. 


Certainly he’s been handed plenty, and 
the handsomest Christmas bow in the 
world couldn’t add anything to the pack- 
age he’s got in that 1938 Buick! 


Yes, Buick engineers seem to have the 
gift of turning out what the public wants. 
Three times hand running they’ve given 
the Buick dealership the outstanding 
sales package of the whole field. 


That’s largely because Buick manage- 
ment realizes that to get profits you have 
to have sales, and to get sales you have 
to have salability, and to get salability 
there’s nothing like value engineered 
into the car! 


Lai 
BUICK DEALER 
OPERATES IN 
PROTECTED 
TERRITORY 


That isn’t a// there is to a Buick fran- 
chise. But it’s the basic principle that 
makes a Buick dealership such a sound 
business step. 


For some of the other happy details, we 
suggest you make inquiry. Open terri- 
tory isn’t exactly as common as candles 
on a Christmas tree, but the sooner you 
get a Buick franchise the quicker you'll 
reach that happy state when every 
month seems like Christmas! 

How about itP The man to write is 
W. F. Hufstader, General Sales Man- 
ager, Buick Motor Division, General 
Motors Sales Corporation, Flint, Mich. 





